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It's the hidden comfort — flex- 
ibility — cushioning action — 
that makes fine shoes. Darex 
Insoles are designed for the 
finest footwear, 
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a slingback pump with a new rounded 
closed toe. The beauty of the calfskin 
enhanced by a smartly puffed treatment 
on the vamp. 524 last—23/8 heel by 


NEWTON ELKIN SHOE CO. 


PHILADELPHIA 
Tandrite Calf, Color No. 313 
















\ the pick and choice 
of skins are considered 
worthy of the Tandrite 


standard of tanning. 


That infallible combination 


results in a calfskin of in- 





comparable quality, color, 
durability and finish. 
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Shoe prices are going up, but aot on an overall basis, at least not 
immediately. Manufacturers will be allow to boost prices on shoes made of 
many kinds of imported leathers, which recently received price increases. The 
fi f these, covering the goat and kidskin increase, is expected on or about 

t. 1. Manufacturers using these leathers will be permitted to increase their 
shoe prices by the percentage amounts their costs have been increased — due to 


the higher leather prices. 


Ceilings will also be raised on cabrettas, horsehides, kangaroo, and 


sheepskins and a corresponding rise in prices of shoes incorporating these 
leathers will result. Figuring the sheepskin increase presented OPA with one of 


its knottiest problems. There are many reasons for this, one of these being the 
50-50 balance between imports and domestic production. There is a possibility 
that OPA will have to set up two price ranges — one for imports and the other 
for domestic leather. 

None of these increases in shoe prices will have to be absorbed by 
retailers, since the new OPA law guarantees the distributive trades the margins 


PA la 
in effect on March 31, 1946. 
To enable the Leather Branch to concentrate its efforts on the major 


types of leather, OPA is also lifting controls on snake, lizard, seal, shark and 
other so-called luxury leathers. 


m cattle hides and other bovine types, OPA is holding fast to present 
ceilings. is is one of the primary reasons why an overall increase in the 
price of shoes is not likely. 


With "2a" shoes taken care of under Supplementary Order 162, the 
industry is pressing for increases on all shoes other than "2a" types. The 
in this r suc 


industry is due for disappointment ; egard, as action would amount 
; increase. and if OPA is to raise the shoe price level it will not 


vera A i 3s 
be a in any such piecemeal fashion. 


Before any overall increase i ted the industry will have to show 
ey ar rating below their 1 a or No decision will be reached 
un ‘A completes it is of 189 representative firms begun in late June. 
is survey covers the first quarter and will enable OPA to make comparisons 
with 1940 operations. No one is better equipped to tell the retail trade what 
might result from this survey than the shoe manufacturing industry. 


While the new law provides for adjustment of ceilings to cover 1940 
prices plus accrued costs, industry must prove its need for higher prices by the 
presentation of comprehensive data. There is considerable doubt that a formal 
petition from the manufacturers, accompanied by the proper data, would show any 
need for higher prices. 


Then too, there are several poobya tabs in the new law. For example. 
t must prove th a price incre wou crease uc n sub— 
y. t would be extremely difficult to prove this in the case o oot- 
also says that OPA is not required to grant Bap more than a 
f this fo r condition c ot be met. PA is the sole 
a S te i? ble 0 So 
Finally de On rol is sven more nl s sin 
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s ne A prov hat 
commodities must be decontrolled on f they are unimportant in ion to 
b or ing costs or supply and demand is in balance (including inven— 
to d take another Einstein to apply these standards to shoes. 








[TuRW TO PAGE 78, PLEASS) 
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haat a great day coming ba 


@ Yes, there's a great day coming for dealers who associate themselves 
with Miller Orthopedic Shoes . . . not only because of their established 
intrinsic merit and virtual nation-wide acceptance . . . but because evi- 
dence is now piling up that women who are “sold” on their first pair of 
these health shoes are insisting on wearing them from now on! 


@ Results: doubled, perhaps tripled or quadrupled sales ! ! ! 


@ Thus day by day the “case” for Miller Orthopedic Footwear grows 
stronger and stronger. Better file your name with us against the time 
when we can deliver! 


THE MILLER SHOE COMPANY 
4015 CHERRY STREET + CINCINNATI 23, OHIO 
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New York Office Chicago, Il. 
656 Marbridge Bldg. 1208 Republic Bldg. 


Also West Coast Rep. 
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TWEEDIE FOOTWEAR core 


City MISSOUR, 


TWEEDIE FOOTWEAR CORPORATION + JEFFERSON CITY, MISSOURI 
Shoemakers Since 1874 
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FRANCIS E. RYAN, sales manager 
~ of the Bates Shoe Company, Webs- 


a 


“The 1947 question is being 
- asked NOW by foresighted shoe 
dealers. “Who will have the men’s 
shoe business when this urge-to- 
spend is over?’ That’s way be- 
yond a $64 question— it’s one that 
can mean IN business or OUT for 
the thousands of shoe dealers all 
over the country—when more nor- 
mal selling-buying habits have re- 
turned to this country. And that 
$ $ $ $ question can run into mil- 
lions of dollars in the shoe business. 

“But at Bates, we didn’t hesitate 
a minute in answering the 1947 





question. We said: “The dealers who 
treat cutomers with sales-inducing 
courtesy today—who fit customers’ 
feet correctly—who continue to give 
honest value with the shoes they 
sell—they’ll be the men who will 
remain in business in good times or 
bad.’ , 

“It’s just the application of the 
principles of human nature. People 
will buy anything from anyone 
when there's little to be had and 
money to buy whatever is avail- 
eble. But the store that stays in 
business long years—in the shoe 
business or any other—is the one 
where proprietor and sales clerks 
alike recognize and respect the hu- 
man touch and build good will all 
the time.” 


GEORGE A. RODRIGUEZ, foreign 
trade agent of the Missouri Pacific 
~ Railroad, who has just completed a 
buying survey of Latin America, 
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told members of the New Orleans 
Exchange Club, on his return to the 
U.S.: 

“U. S. overseas marketers will 
have to act now to secure future 
Latin American markets in compe- 
tition with European manufacturers. 
We are fooling ourselves if we de- 
cide that competitors across the At- 
lantic are not in position to ship 
goods to South and Central Amer- 
ica. Great Britain, Sweden, Den- 
mark, Belgium, Frante and Russia 
are selling south of our border right 
now. Their trade commissions are 
already concluding agreements.” 


* * + 


GERSHEN DUBIN, president of 
Tower Shoe Stores, Inc., St. Louis, 
Mo., after reading Benjamin Fish- 
man’s “Talk of the Trade” in our 
July 15th issue, says: 

“As a veteran who returned to 
civilian life after being away for 
nearly three years in the Armed 
Forces of the U. S. A.,. and who 





resumed the same line of work 
upon returning home, I can voice 
the opinion of those, who were com- 
pelled to enter other fields of in- 
dustry—not through choice. In the 
Army, mechanics were converted 
into cooks and bakers, auditors and 
accountants into supply sergeants, 
and shoe men taught the art of 
mechanics. Surprisingly, the jobs 
were capably handled, since the 
average fellow made use of the 
brains he was endowed with. 
Whether he was in the shoe busi- 
ness in the past, does not hold him 
back. Seeing what could be ac- 
complished by tackling various un- 


Lille of the Lied 


familiar jobs and learning to mas- 
ter them, has given that confidence 
which is needed by those in the 
shoe business today. 

“From what I have observed, | 
think the shoe industry would be 
benefited immensely by veterans 
coming into the business for it 
would give to those tired shoe men, 
who have géiie through these hectic 
years trying’to retain their position 
in their respective localities, a 
chance to relax—to go away on 
periodic leaves from their stores 
and travel around a bit. It would 
add years to their lives by carrying 
on, in contentment and by learn- 


ing to live and let live.” 
> . 7 
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WAR ASSETS Administration has 
issued a pamphlet—“U. S. SUR- 
PLUS PROPERTY — HOW... 
WHAT ... WHERE... .” They 
preface it with the statement: “Sur- 
plus will include almost every kind 
of property you can think of—from 
baskets to bombers, from tooth- 
picks to tanks. A lot of these things 
may be items you can use. With 
ingenuity, commodities designed for 
one purpose may be turned to other 
uses we couldn’t have guessed at, 
but a good many more are usable 
just as they are. That's where you 
come in. Decide what you want. 
Make your inquiries specific, using 
customary trade specifications. We 
will do all we can to help you.” 

The pamphlet gives complete in- 
formation on pricing, how to buy, 
priorities and preferences, capital 
and producers’ goods, consumer 
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A SALESMAN’S PRAYER 





/ 4 : 
—At the Annual Sales Executives 


Conference in St. Louis, J. J. 
Newman, vice-president of B. F. 
Goodrich Rubber Co., included 
in his address the following little 
r: 

eet Lord, in these days when Any- 
body can sell Anything, help me to re- 
member that it will not always be thus; 
that Humility is still the hallmark of the 
Successful Salesman; that the Seller is 
always Servant to the Buyer; that Arro- 
gance costs as many Orders as Ignor- 
ance of the Line; that | have too short 
a Memory ever to tell a Lie, and that 
Buyers have too long a Memory ever to 
forget a Wrong. 

—"Above all, help me to remember 
that no one ever lost an Order because 
Quality was too High, or Service too 

. Amen." 
—A lot of ground was covered in 
this little prayer. 
—There’s a lesson in it for all of us. 


President 





goods, guide to Field Offices, etc. 

If you are at all interested and de- 

sire further information, you might 

write to the War Assets Administra- 

tion, Railroad Retirement Building, 

Washington 25, D. C. 
7. * 
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Y OU’VE PROBABLY HEARD this 
one before but don’t stop, for it’s a 
trick in lacing oxfords that has 
helped make many a sale. It’s amiaz- 
ing how few retail salesmen know it. 

When laces frequently come ub- 
tied, chances are ten to one that 
there is nothing wrong with the way 
you knot them; you simply are not 
lacing them right. You probably are 
lacing the last eyelet by placing the 
lace in from the bottom. This puts 
all the pressure on the knot, which 
eventually comes untied. You can 
avoid this by placing the lace 
through the last eyelet from the top. 
This method uses the pressure of 
the foot against the lace to create a 
friction which keeps the lace from 
slipping. Prove this to yourself by 


” 





lacing one shoe the old way, the 
other in the way suggested here, 
leaving the laces untied and then 
walking across the room. It works, 
doesn’t it? 

This idea has helped to make in- 
numerable sales. Sometimes there is 
that awkward moment when you 
are sliding the shoe on your cus- 
tomer’s foot, while your mind is 
reaching out for some subject on 
which he will readily agree—some 
subject that will enable you to se 
cure his good will. That’s one of 
the times to show him how to lace 
that last eyelet from the top. Ex- 
plain and show it to him simply, 
and you will see him get to his feet 
to test your idea with that new shoe 
on his foot. When he finds it works, 
you'll know you've cut the ice, and 
cutting the ice often helps to con- 
summate a quick sale. 

Just put this trick in your bag 
with the others you know. Selling 
your customer an idea, along with 
that pair of shoes, will bring him 
back to your store again.” 

” * . 


W. J. WOODWARD, manager of 
the Walk-Over shoe store in Minne- 
apolis, says: 

“There is a strong demand for 
high style in Fall shoes. The early 
shoppers for Fall goods are the style 
girls. They are demanding many 
platform soles in a shoe a little 
plainer as far as nailheads are 





concerned. They want shoes with 
some of this decoration but the 
very heavy use of nailheads seems 
to be less popular. 

= ” 





HYMAN LITTLE, of Little’s Shoe 
Store, Pittsburgh, Pa., says: 

“It’s time for the small mer- 
chants to speak up and take action 
together. Since the O.P.A. has re- 
moved the quota restrictions from 
the manufacturers, the big retailers 
are getting the bulk of the stock, 
and the little fellow is left to fill 
his shelves with empty boxes. This 
short-sighted policy is ruinous to 
the small merchant, and eventually 
will be so to the manufacturers, who 
must rely on the loyalty of these 
same small independent merchants 
in normal times. While the depart- 
ment stores are probably buying 
double or treble their normal quo- 
tas, they will go back to their for- 
mer sources of supply when the joy- 
ride is over. Retailers’ associations 
should function in times of stress, 
when the need is acute. They should 
take action to protect the small mer- 
chants.” 








“Just as soon as she makes up her mind about that pair of shoes, I'll be there, Boss.” 
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: Facts Under Foot 


Meat Controls and Hide Supplies 


|N the unprecedented confusion prevailing in the shoe 
industry during the past month quite a few facts have 
been trampled under foot. Vague generalizations and 
charges have taken the spotlight from the vital ideas 
that should be stirring this industry. Much of the re- 
sponsibility for the bewilderment among manufacturers 
and distributors rests with official agencies which have 
neglected to examine causes and have been content to 
saw the air about superficial effects. 

There are some things that must be said and should 
be repeated again and again in the national interest. 

Congress affirmed that “rapid attainment of produc- 
tion equal to the public demand is one of the necessary 
and urgent objectives” of the Price Control Law. Dur- 
ing the first half of 1946 the shoe industry achieved a 
record breaking production of civilian footwear. This 
was a demonstration which few, if any, other industries 
have equalled. Shoes were produced at a rate during 
the first six months which gave promise of a speedy 
balance in supply and demand. Every group within this 
industry, manufacturers and distributors as well as re- 
lated supplying industries, recognized the necessity of 
achieving maximum output. There was no talk and no 
evidence in these industries of withholding goods, of 
keeping the flood of production from reaching consum- 
ers. On the contrary, the flow of goods from manufac- 
turers, from tanners and other suppliers, was heavy and 
consistent enough, in spite of supply shortages, to create 
new peaks for retail sales. 

What should have been the urgent and foremost ob- 
jectives before every Government agency when price 
control was re-established? Production—-to maintain 
and increase output in order to achieve the balance of 
supply and demand which Congress saw as the only 
true bar to inflation. Yet this basic objective appears 
to have been considered as secondary. Production has 
been given a blow which has visibly checked the rapid 
progress made in the first half of the year. 

Between July 1 and July 26, prices of raw material, 
leather and shoes advanced, primarily because vaiue 
in the free market in this country began to reflect higher 
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world market levels. It may be true that some of the 
increases were precipitate, but that is one of the at- 
tributes of a free enterprise system, and the offsetting 
advantage of action bringing reaction should not be 
overlooked. A substantial volume of merchandise was 
sold and delivered during the free price period. On 


~ July 26, when control was re-established and ceiling 


prices were rolled back to the June 30 level, all pro- 
ducers and suppliers were set back on their heels. Was 
it surprising that a price drop ranging up to 40% and 
50% in raw materials should have induced temporary 
paralysis? At any other time price changes of such 
magnitude would have frozen the industry until some- 
how or other traders and producers could see their way 
clear to doing business at new levels. 


I'N the economic emergency which resulted from the 
abrupt transition on July 26, the immediate and domi- 
pant purpose of the Government should have been to 
coordinate all factors in the related chain of supply in 
order to keep production up. The problem was not a 
simple one. On the one hand, world market values for 
some types of raw material were clearly higher than 
domestic ceilings and the importation of such goods 
required OPA to adjust its ceilings. On the other hand, 
domestic raw materials such as cattlehides and calf- 
skins were not being imported in any quantity; could 
ceiling prices for the latter be held? To reconcile these 
two sectors of the raw material situation was not and is 

not a simple problem. /¢ still remains to be solved. 
Nevertheless, in the hurly-burly of vehement discus- 
sion, the most important fact of all seems to have been 
lost in the shuffle. A crisis was inevitable during Aug- 
ust, regardless of any or all price control policies which 
might then be adopted. That crisis was due to sins of 
commission and omission in previous months. Was it 
strange that no one mentioned in the rash of press re- 
leases early in August that the federal inspected slaugh- 
ter during June, 1946, had been only 451,000 head, 
the smallest total for any month on record; that in May 
the federal inspected slaughter had been only 676,000 
[TURN TO PAGE 84, PLEASE] 
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Double-breasted front, fitted waist, big hip pockets, 
high collar rolled to one side in front .. . style 
features of gray and white woolen coat by Bruno. 
Matching shoes. All important trends for Fall. Photo- 
graph courtesy New York Dress institute. 
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Important trend for Fall the long fit 
ted coat like this “Cavalier Reefer” 
by Vera Maxwell. The high rolled 
collar and deep cuffs in 
contrasting off-white with 
stripes matching the coat. 


DRAMATIC Fall Coats 


~ Good FOIL For 


The “Merry Jane” with ballet 
influence. Youthful and smart. 
Mademoiselle by Carlisle. 


Gabardine and calf stepin, good com- 
panion to tailored coats. Customcraft 
by Schwartz & Benjamiz. 





The hood, the belted waist, the 
flaring skirt and the loose. 
cuffed sleeves are style trends 
to note in this Bonmouton coat 
in “French Cham- 
pagne” by Dalmain. 
The hood can be 
worn on the head 
or thrown back. 


The “Valkyrie,” forward 

looking in its high front 

and closed pattern. 12/8 
heel. From Setroy. 


The opera pump, a clas- 

sic with high style possi- 

bilities for the future. 
From Fox. 





Another hooded coat, this time by Nettie 
Rosenstein, in black wool with mediaeval 
shaped royal blue hood matching the 
deep cuffs. Note buttons on both. Photo- 
graph courtesy New York Dress Institute. 


HIS year is definitely a coat year. Sea- 
son after season . . . due in part to wartime restrictions 
saw little change in coat silhouettes or treatments. 
The Chesterfield, the topper, continued to be best sellers. 
The belted coat came’ in. The collarless coat had its 
day, Few changes were made in sleeves, in collars or 


cuffs, in pockets. 

Now all that is changed and designers of both fur 
and cloth coats have given their imaginations free rein. 
Every part of the coat has fresh style interest. In sil- 
houettes, there are long fitted reefers; double-breasted 
coats; belted coats, falling in full folds; great coats, 
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PHOTOGRAPHED BELOW: 
LEFT TO RIGHT 


Red wool coat bound with black Persian 
lamb and black wool dress illustrate in- 
fluence of the Regency cutaway coat and 
importance of coat and dress costumes. 


Photo by New York Dress Institute. 


The coat that looks like a dress is style 
news. So are the three-quarter length 
leg o’mutton sleeves. Maggy Rouff de- 
sign in Congo brown Bonmouton. Brown 
Sally Victor bonnet, pink feathers. 


Another style trend illustrated in the 

flared back of this short coat in “French 

Champagne” Bonmouton by Robert 

Piguet. Note sunburst effect of black 

wool embroidered with black soutache 
braid at pockets. 


The importance of sleeves . . . big and 
unusual sleeves illustrated in this 
dressy broadtail jacket with mandarin 
sleeves. Note also trend to neutrals in 
the pale beige color. J. Schulman & Bro 








Asymetric, very open, this high 

heel “Profile” wedge has style 

interest in vamp treatment. From 
Morris Wolock. 


Untrimmed closed d'Orsay de- 
pending on graceful, flattering 
silhouette for style ap- 

peal. From Fox. 


New treatment of platform in 

massive sculptured effect is 

style distinction of this pump. 
From Newton Elkin. 
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Attractive ornament gives new look to 
the perennially popular sling pump. *big and easy from shoulder to hem; jackets, with flared 


From M. Well. backs; shorter fitted coats, the cutaway, worn over a 
dress, as well as with a suit skirt. As to details, sleeves 
play a stellar role. They are very full... push-up and 
balloon sleeves are important styles. Back after many 
years are the leg o’ mutton sleeves, full at top and taper- 
ing to a narrow wrist. Deep cuffs . . . sometimes in a 
contrasting color . . . dramatize sleeves. Collars are 
very much in the style picture again . . . high and rolled 
and often fastened to one side in the front. Pockets are 
dramatic, with big flaps. Hoods are being shown on 
everything from cloth casual to evening fur coats. The 
redingote coat and dress costume is important style 


news. 
[TURN TO PAGE 68, PLEASE] 


Excellent Complements to Each Other Are 


combining anklet 
Fall Shoes, Restrained and Ladylike in 


Orsay lines and 


pas. Prom Styling, and the New Coats, Striking and 
Luxurious in Designs, Materials, Trimming. 























Above: Dalsimer of Philadelphia offered an attractive selection of shoes 
with matching bags, under the group heading, “Fashion is in the bag.” 
Dividing the window in sections lends interest to the display. 


New Display Ideas 
Enliven Early Fall 


Above, left: Lord & Tayler 
in New York built this win- 
dow around the theme oj 
lightness in footwear, exem- 
plified by the balloons used 
as props for the shoes. Lejt: 
An attractive arrangement o} 
flowers and screening, set at 
an angle, makes this window 
by Delman at  Bergdor'! 
Goodman, New York, cer- 
tain to catch attention. 
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Contrasting Colors in Backgrounds and Plateaus At- 
tract Favorable Attention to Darker Colored Foot- 


wear. 


Fixtures of Plastic and of More Conventional 


Wood, Newly Designed, Open Up New Era in Art of 
Trimming Shoe Windows Effectively and Inexpensively. 


AS Summer whites give way to tans, 
browns and blacks; as play shoes 
are supplanted by the more sub- 
stantial shoes of leather to meet the 
Autumn needs of women customers 
just returned from mountain and 
seashore, display windows take on 
an added interest. Nor is this in- 
terest confined to women’s footwear, 
since stores specializing in men’s 
footwear, more particularly in the 
high grade lines, are now install- 
ing new trims in most parts of the 
country, with brogue types taking 
the place of perforated vamps and 
heavy, grained leathers stepping 
into the position of prominence 
formerly occupied by their smooth 
finished brothers. 

This Autumn presents the mer- 
chant with an opportunity, for the 
first time since the end of the war, 


Windows 


Lefcourt in New 
York, uses various 
props to enhance 
the attractiveness 
of the shoes dis- 
played. Note the 
sporting prints on 
the rear wall, the 
wooly mat on 
which some of the 
shoes are placed. 
This window shows 
a number of differ 
ent types of shoes. 
without annearine 


to be cluttered. 


to make free use of the new types 
of display fixtures, both inside and 
in the store windows, which have 
been coming on the market in in- 
creasing quantities since the re- 
lease of materials hitherto ear- 
marked for the war effort. There 
ere available now, not only plastic 
fixtures but newly designed fixtures 
ard plateaus of wood. 

Color, too, can again come into 
its own with the appearance on the 
market of the new types of back- 
ground materials of paper, and of 
the humble but, in the hands of 
the imaginative, potent can of paint. 

Since tan, brown and black are 
the predominant shoe material col- 
ors for Fall, background and fixture 
colors should, of course, be chosen 
with a view to obtaining the maxi- 
mum in pleasing contrast. Red 
which is not too bright is always 


good and certainly is suggestive of 
Fall foliage, though it can be over- 
done if used in large areas. Some 
yellows also may be used though, 
generally speaking, pastel shades 
are associated more closely with 
Spring than with Autumn. The 
foregoing applies, of course, to 
background effects, to which may 
be added that framed panels of 
wall-paper can be used effectively 
and are low in cost; that artificial 
flowers, preferably of the chrysan- 
themum family or the Fall-bloom- 
ing asters, aatural in appearance 
and inexpensive, can now be had 
in quantity and on short notice. 
Coming up, also, is the football 
season which immediately suggests 
scores of window trim ideas—pho- 
tographs, sports paraphernalia and 
background drops depicting scenes 
from this typically American sport. 











This photograph gives a good idea of the spacious effect obtained in Menaker’s Bootery. The settee 
around the pillar, right, allows for comfortable seating and an attractive appearance. 


Concealed Stock 


THE debate between the proponents of open stock ar- 
rangements in shoe stores and those who favor conceal- 
ing the stock and providing an attractive salon-type of 
store has waxed hot and furious for many years, with 
neither side gaining an absolute victory. The experi- 
ence of a Chicago retailer who tried both systems may 
shed some light on the question. 

Samuel Menaker, owner and operator of Menaker’s 
Bootery, completed the remodeling of his store a few 
months ago. All through the long war years, Mr. 
Menaker found himself in that group of shoe retailers 
who, anticipating the day when restrictions on building 
would be removed, dreamed of the modern and luxuri- 
ous stores they would build when the fair day arrived. 
Immediately after the war’s end, many, who had waited 
none too patiently, seized the opportunity afforded by 
the partial easing of restrictions which followed to put 
their modernization programs into effect. The result 
was @ flock of beautiful new stores, each distinctive in 
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System Succeeds 
In Chicago Store 


appearance and equipped with the most modern of ac- 
coutrements. 

Notable among them was Menaker’s Bootery, which 
had been established on West 79th Street in 1927. For 
over 18 years Mr. Menaker had used an open stock sys- 
tem. When he planned to modernize his store, he de- 
cided to give a concealed stock system a trial, and he 
found the salon-type of store most satisfactory from 
every standpoint. To avoid one of the most frequently 
mentioned disadvantages of a concealed stock system— 
that of the loss of time incurred in selling because of 
the necessary distance from the seating space to the 
stock shelves—Mr. Menaker located his stock of each 
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Menaker's Bcotery, Remodeled After 18 Years as an Open- 
Stock Store, Finds the Salon Arrangement Completely Satis- 
factory—Spacious Atmosphere, Modern Lighting, Streamlined 
Display Cases Are Salient Features of New Arrangement. 


ie type of shoe directly behind the department devoted to 
© selling that type, and has eliminated much of the walk- 
ing back and forth by busy salespeople which would 
otherwise have been unavoidable. 
Pa The salon-type of layout makes for a feeling of spa- 
_ ciousness, and this atmosphere in the Menaker store is 
4 “heightened by streamlined display cases and seating ar- 
)rangements which leave generous open spaces. This 
"serves an additional purpose, by enabling the store to 
"handle a large number of customers at one time, with- 
"out running the risk of appearing crowded. Chairs are 
Slined along the walls, and around large pillars are at- 
| tractive settees which contrast effectively with the other- 
, straight lines of the room. Fluorescent lighting is 


used in long fixtures in the ceiling and directly above 
show cases, so that soft, natural lighting is possible in 
all parts of the room. 

Forty-five feet of case and counter space is devoted 
to hosiery, handbags and accessories, in a most attrac- 
tive geometrically-shaped department. Plenty of interior 
display is provided for accessories behind the counter 
and in the show cases. Shoes are displayed effectively 
in rectangular shadow boxes which line the walls. Mod- 
ern chrome furniture and fitting stools complete the 
decoration. 

An interesting development is the use of a sound- 
absorbing material for the ceiling which makes the store 
a restful place for both customers and salespeople. 


Left: The handbag, hosiery and 


") accessories department, which fea- 

| tures forty-five feet of case and 

counter space in an attractive geo- 
metrically-shaped department. 





Right: Another view of the store. At 
the wall in the background can be seen 
the curtained doors to the stockroom. 





Right: The Quints select their own shoes, as well as 
most of their clothing. In this photo they examine a 
shoe display while on a recent quest for footwear. 


SHOE NEWS 


PICTORIAL 


of children’s feet from early 
school age up to their teens, 
were the featured footwear. 
Popular styles were plain toe 
oxfords; one-strap pumps. 


At a children’s fashion show, held in 
London recently, Parker Shoes, Lid., co- 
operated to present shoes in colors har- 
monizing with the ready-to-wear outfits. 
This dress coat took a dressy shoe, shown 
here in the simple one-strap model. 


Keeping the Dionne Quintuplets in 
footwear is a fulltime job, for the 
girls are very active and require fre- 
quent replenishment of their shoe 
wardrobes. Here Emilie’s foot is 
measured for size in a department 
store in North Bay, Canada. Sizes 
range from 6 to 644. Left to right 
are the quintuplets—Yvonne, Cecile, 
Emilie, Marie and Annette. 
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August P. Nelson went to work for the Geo. E. Keith Com- 
pany in August, 1892, and is still employed at the factory. 
He has been a treer for 40 years. Mr. Nelson was 19 years 
of age when he joined the firm. Four years ago he received 
a gold medal from Harold C. Keith, president of the com- 
pany, signifying 50 years of steady employment. 


Songstress Marian Kingsley, while on USO 
tours around Pacific Army bases, was the re- 
cipient of two pairs of shoes hand carved from 
tropical wood. The donor was an inhabitant of 
Luzon. The top shoe is a stage setting with a 
replica of the singer before a mike: the lower 
shoe is carved with the first notes of a song. 


The UNRRA section of the “Germany 
Under Control” exhibition includes items 
of handicraft made by displaced persons 
in camps scattered over the British zone 
of Germany. Here a typist examines a 
pair of children’s shoes made from an 
old jack boot of a German soldier. 


One hundred and fourteen metric tons of clothing and shoes, a gift 
from the Canadian people, are distributed to needy Austrians by local 
authorities. The clothing was collected during a drive in Canada and 
shipped abroad by UNRRA. Here a group of Viennese women and 
children choose shoes at the distribution center in Josefstadter Strasse. 
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Boot and Shoe Travelers Repeat 







June Outing at Douglaston, L. |. Harry Cushins (left), of Oomphies, 
Bill Wren Wins Both Tourna- is better known as a gin-rummy 
ments. Over 70 Prizes Awarded. SURES Ham co « ip Set Ae 





seems to have given a good piece 
of advice to Jack Zirkel, right, of 
AMC, who did play golf. 




















Six anti-exercise exponents. Reclining left to 
right are Fred Athing, Holden & Quick; J. W. 
Scotillo, Acme Backing; Leo Friedman, Acme 
Backing; and Frank Dietz, Billy Woodward and 
Whitey Pescherine, all of Sterling Last. 


Left—Officers of the Boot and Shoe Travelers As 
sociation of New York. Front row, left to right: 
Nate McManus, board of directors; Bill Burger, 
Ist vice-president, who assembled the «spectacular 
array of prizes that were awarded; Bob Freder- 
icks, president; and George Daven, board of di- 
rectors. Standing, left to right, are Charlie Hav- 
ranck, secretary-treasurer; Bill Monsees, board of 
directors; and O. E. Hoskinson, 2nd vice-president. 


Right—The fellow in the middle has just given a 
pep talk to the other four. Left to right are Len 
Shea, Melville Shoe; Harry Woods, G. R. Kinney; 
U. J. Dacien, Brown Company; L. Wood, G. R. 
Kinney; George Burns, Charles Cushman Co. 
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Looking at the formations of Army aircraft which 

were passing overhead all day are, left to right: 

O. E. Hoskinson, Brown Shoe Company; Bob 

Fredericks, Frederick-Speier; J]. B. Smith, Brown 
Shoe Company; and Wally Weil. 




















Left — A fivesome just before the tee-off when 

everybody was fresh and eager. Left to right are 

Walter Mossbacher, Plastic Products; Scott Lau- 

rie, shoe stylist; Tom England; Adams Brothers; 

Ray Schultz, Plastic Products; and Vincent Hav- 
ranck, U. S. Navy. 





One of the hottest foursomes on the links, caught 
midway on the course. Left to right are Tom Cal- 
lahan, Cal-Co, whose low-gross 86 took third place; 
Bill Wren, United Last, who won the tournament 
with a low gross 81; M. E. Tobias, of Pincus and 
Tobias; and Harold Gessner, La Marquise. 
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EYE APPEAL MEANS 
BUY APPEAL 


To Retail 


$10.95 to 812295 
Selby styles TRP- POISE shoes ina \ and up 


WY 


i far beyond)their price. / : 


»Keeps them light-weight. 


Puts quality in every a 


A oF mots cradl eet 
pail a N e cup h * 


to make ankles walk straighter. 


No Wonder ' ys shoes are 


such Star selling attractions in 


_— 


every store featuring them! 


The Selby Shoe Company 


ARCH PRESERVER + ACTIVE MODERNS «+ TRU-POISE + STYL-EEZ 
EASY GOERS + PHYSICAL CULTURE + GROUND GRIPPER + CANTILEVER 
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New York Office: 3120 Empire State Bldg. « Los Angeles Office: 816 Haas Bldg. 
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jl NEVER 60 BACK TO 
sToRE AGAIN FOR SHOESI/ 


THAT 


for your customers and this cause 
for dissatisfaction will never happen! 


co 


Don’t overlook one of the simplest, most effective ways to help 
prevent this frequent cause for complaint that, more often than 
not, is no fault of yours! Be foresighted! 90% of your customers 
are either — to sore toes, tender spots—or are afflicted 
with corns, uses, bunions or other foot trouble. 


YOU KNOW THIS TO BE A FACT 


Any pressure or friction of a new, tight or stiff shoe—until 
it is “broken in’’—will cause sensitive feet more or less dis- 
comfort. Sore toes, unless promptly protected with Dr. Scholl’s 
Zino-pads, will almost invariably result in corns. 

Tell your customers these facts about Dr. Scholl’s Zino-pads. 
—— each one to take along a box to have handy to immedi- 
ately apply wherever the shoes may temporarily rub, press or 
pinch feet or toes. They will have instant relief and corns 
won’t have a chance to develop. Zino-pads also instantly relieve 
and quickly remove corns, ouses. 

Tie up to our big “STOP CORNS” national advertising cam- 
paign by continually displaying Dr. Scholl’s Zino-pads in your 
windows and in your store. 


THE SCHOLL MFG. CO., Inc. 


213 W. Schiller St., Chicago 10, ll. * 62 W. 14th St., New York 11, N. Y. 


a D‘ Scholls Zino-pads 


BETWEEN TOES 
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The GERRY 

in black or town 
brown suede and 
smooth biack calf, 


PALL PLASSTOS 


The CAROL 

in bleck or town 
brown suede, 
smooth black calf 
and bleck patent 
plastic. 


SIZES . . . mediums 4 to 9 
PRICE . . . about $3.10 


Flexible California Process 


Solid Oak Leather Soles 
Gabardine Platforms 


“Known jor Reliable Footwear” 


KRISCHER, ROGERS & FISCHER 


20 NO. FOURTH STREET « PHILADELPHIA 6, PA. Est. 1923 
SHOWING - NEW YORK CITY, SEPT. 29 - BOSTON, OCT. 20 - CHICAGO, OCT. 27 
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CHICAGO EMPHASIZES 
FLATS FOR COLLEGE 


Wirn the shoe shortage growing 
more critical practically day by day, 
it is not surprising that but few Chi- 
cago houses have the temerity to ad- 
yertise footwear. At this time most 
stores are laying stress upon back-to- 
school footwear with the current em- 
phasis on the college girl’s choice. 
All college shops are going full swing, 
each one with its full complement of 
school representatives to staff these 
projects. If anyone ever doubted that 
the college girl preferred flats for 
serviceable wear, all he needs to do is 
to look at the footwear worn by these 
girls as they hustle about their de- 
partments, showing merchandise, ad- 
vising potential freshmen, etc. With- 
out exception, all wear flat heels, 
with the greatest preference given 
to the sling back. Close second in 
popularity is the closed up flat with 
front gypsy seaming. 

Marshall Fields have a fashion 
show daily in their college shop and 
with all the woolens, slacks, suits, etc., 
flat heeled shoes are worn by the 
models. However, with date clothes, 
the high heel types are emphasized. 
At Carson’s, where the initial fashion 
show made the tie-up with the maga- 
zine Mademoiselle’s theme of “Some 
one is looking at You,” similar foot- 
wear notes were stressed. Carson’s 
24page brochure sent out exclusively 
to a college mailing list gave consid- 
erable space to illustrations of pre- 
ferred campus footwear. This in- 
cluded all types from scuffs to sta- 
dium boots, and evening slippers. 

Everywhere buyers are deeply con- 
cerned over the immediate future of 
their businesses. With an already un- 
precedented shortage of stock, pres- 
ent indications are that shipments 
will be even more frequent, at least 
until the present hide dilemma is re- 
solved. Prices have increased in many 
instances. Departments which former- 
ly had $10 as a top line, now are 
showing $14.95 merchandise. The sa- 
lon type of shop where not so long 
ago $22.95 was the top flight price, 
are now showing imported reptiles, 
and elaborately encrusted and beaded 
evening shoes in the $50 brackets. 
Evidence of the dearth of fine leath- 
ers is also to be seen in the acces- 
sory departments which flank many 


fine shoe sections. Where formerly the 
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high priced bags shown (usually to 
match the shoes) were of soft calf, 
supple suede or gleaming patent, to- 
day there is a preponderance of 
broadcloth bags, or corded failles, 
felts, and plastic developments, etc. 
Although smartly fashioned, elegant- 
ly executed, these have not the appeal 
of a fine leather bag, and buyers com- 
ment that although “business is good 
as usual,” customers, even though 
they buy, do not purchase these ac- 
cessories with the same enthusiasm 
with which they formerly did. 
* * _ 


MIAMI TREND TOWARD 
CLOSED SHOES 


WHILE the open toe and open back 
sling still remains the favorite, there 
is a steadily increasing trend in 
Miami toward the élosed up shoe. 
Spectators in white suede with tan 
trim are coming back into old place 
as a prime favorite. However, this is 
a slow movement and will not be felt 
strongly for some time to come. 













PYTWON PLATFORM 


Destined To Lead A Charmed Life 


SEYMOUR TROY ... that master of footwear 
wiserdry .. captures all the sultry magic of the Far 
Las! tn these pertectty matched Pythons Migh 
heeled hatter becks in nich nuvural blend of Beige 
and Brown Only ot Richerds in Miamm of course! 











A popular material in @ popular style 


ne eee = 
this ad by Richards of Miami. 





Very popular are highly ornamented 
fancy loafer types for wear with 
slacks or sports clothes. Cowen’s has 
had some much decorated broad band 
sandals, ornamented with as much 
embossing as the bands would carry. 
They introduced the authentic West- 
ern hand tooled effect. Another of 
their sports numbers was introduced 
from Haiti—a woven wedge sandal of 
long sisal fibre, embroidered in bright 
South - of - the - border colors. These 
were in the $11.95 bracket. 

There is a strong leaning toward the 
softer dressmaker touch which shoe 
men predict will become increasingly 
popular. As an example, Burdine’s 
has a reptile trimmed medium heel 
sling pump of white buckskin, the bow 
of red alligator having a pinked edge 
and bringing it definitely into the 
dressmaker class. Other numbers show 
draping, pleating, piping or lacing. 
Occasionally one finds a bit of quilt- 
ing in a shoe. However, it is still too 
early in the season to predict what is 
going to be tops later on. 

Platform soles are still in high fav- 
or. The platform continues to domi- 
nate the picture, and nailhead decora- 
tions are in high favor. 

Suede continues to be a leader; 
some dealers are putting suede and 
patent on a fifty-fifty basis so far as 
sales volume is concerned. Saks Fifth 
Avenue have featured two suedes in 
their Miami Beach shop; one is a 
sling model and the other a more 
conservative style. Both carry dress- 
maker bow decorations, and are rec- 
ommended for Fall travel wear. Bur- 
dine’s is offering a combination of 
mesh and suede for dress wear. Tiny 
appliques of suede have been added 
to the mesh vamp. One of the most 
glamorous models is a severely plain 
suede piped in patent that Hartley’s 
has featured with spike heel and high 
platform. Delman has a smart vamp- 
entwined number in black or white 
suede at $27.95. 

Shoe men are looking for two im- 
portant color trends this coming Fall. 
One is a deep red that is a good 
mixer for wear with practically any 
other color, and the other is a light 
soft brown; Richards is calling it 
“Creole Coffee.” It, too, is a good 
“mixer” and while not quite so versa- 
tile as the red tones, will combine 
well with many of the Fall shades. 

Right now in the Miami area much 
emphasis is being placed on campus 
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and school shoes. A survey made at 
Miami University shows that the pres- 
ent trend is away from the sloppy Joe 
apparel that was prominent last sea- 
son. With the colleges and universi- 
ties filled with more adult men—the 
returned GI’s—girls are paying more 
attention to their clothes and are 
dressing to please these older stu- 
dents. These men have made it known 
that they are partial to real femininity 
and the girls are dressing according- 
ly. This has been reflected in the 
styles selected. While the saddle ox- 
ford is still tops, there is more lean- 


ing toward pretty casual footwear. 
* * * 


BUSINESS GOOD IN 
NEW YORK 
A SURVEY of a cross-section of the 


retail trade in New York shows that: 
1. Customers are not aware of current 





problems in the leather and shoe in- 
dustry as they have developed since 
June 30 and the expiration of OPA. 
2. Customers are more or less aware 
of the situation but are more con- 
cerned at not being able to find the 
shoes they are looking for or at price 
increases. 3. Customers are aware of 
the situation and are doing some 
stocking up. 4. Customers are not 
stocking up, simply buying shoes of 
which they are in real need. 5. Cus- 
tomers are shopping early for their 
children’s school needs. 6. Custom- 
ers are surprised at the variety of 
styles. 

As to business done this past month, 
all merchants visited reported in- 
creases over last year, in spite of al- 
most universally low inventories. All 
said that their sales would have been 
very much larger if they had had the 
merchandise. One manager of a men’s 
store said his August business had 
doubled last year’s, but that, with 
merchandise sufficient to meet his 
needs, he could have increased it ten 
times. 

In women’s stores and departments 
suede was in big demand, as were 
also smooth leathers and reptiles. 
Some stores are meeting the call for 
the last-mentioned by importing from 
South America. The number of mer- 
chants who are turning to this source 
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Nailheads on the platform and aail- 
heads circling the body of the ad—in- 
genious device by Hess, Baltimore. 





of supply of reptile shoes is increas- 
ing, although complete satisfaction 
with the workmanship of these shoes 
is not always expressed. One very 
high style shoe store is featuring im- 
ported alligator shoe and bag. Some 
merchants consider that exotic or play 
types are their best purchases in this 
market. Others are doing very well 
with untrimmed sling pumps on inch 
high platforms. 

Questioned about gabardine, this 
same cross-section of New York re- 
tailers gave varied answers. Some are 
taking this material as a matter of 
course. Some are ordering for the first 
time for Fall.and Winter selling. Still 
others are so definitely prejudiced 
against gabardine, except for a lim- 
ited clientele, that they are holding 
off from buying any shoes in this ma- 
terial as long as possible. 
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SHOE SUPPLIES LIMITED 
IN BALTIMORE 


In Baltimore, the old story of slow 
shipments and now limited supplies 
of leather restricting shoe manufac- 
turers’ output is» making the rounds. 

I. Miller expects to promote, be- 
ginning in September, black satins 
for street wear, black suedes, reptile, 
and back-to-school shoes. Gold and 
silver brocades in high and low heels 
as well as wedge and platform treat- 
ments are now on the roster for com- 
ing Fall activities. 

Here, in the casua! department, for 
Winter, fur boots, ponyskin items 
and leather boots with sheepskin lin- 
ings will make their bow; also, pony 
bags to match shoes will be the com- 
plementary item of the day. 

One West Lexington Street store 
manager whose place caters to the 


upper middle class element, reports 
that he expects te promote black ~ 
suedes, black gabardines with -reptile — 
trims and platform soles in a price 
range from $6.95 to $12.95. The early 
part of September here will see an 
influx of alligator in brown and later 
on toward November and December, 
alligators in colors will be scheduled 
in windows and dress-up arrange- 
ments in the store for Christmas pat- 
ronage. 

This store also reports an almost 
unprecedented demand for the low 
heel shoe in many varieties of leather, 
suedes and reptiles. Apparently, all 
age groups favor this comfortable 
heel height. Many older matrons. es- 
pecially, are veering toward this type 
of footwear. 

The management will steer clear 
of novelties in footwear, but classics 
are expected to hold the day, high 
style (in volume) casual loafers and 
suedes and reptiles will start on their 
way from September on. 

The assistant buyer of a shoe sec- 
tion in one of Baltimore’s larger de- 
partment stores said, “Everything is 
selling. Black gabardine with Cuban 
heels, sling back and oven toe, is 
very good. Gabardine sling pumps 
with reptile bows were going well. 
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“In the children’s section, con- 
servative saddles and moccasins in 
brown were the preferred shoes.” 

This store anticipates brown and 
black lizard which are on order, also 
green and brown alligator. September 
will see brown alligator projected 
here. 

White spectators for cruise wear 
and Winter vacations in the South- 
land will be stocked here in more 
volume than in 1945, according to 
the spokesman for the department. 

One Charles Street shoe store is 
already displaying suede and Fall 
play shoes in low heels and sandal ef- 
fects, and windows generally seemed 
full of varied items with alligator 
platforms in abundance. 

Hess and Wyman’s featured in 
newspaper and department display 
reduced shoes, especially in their 
lower priced sections. The Thrifty 
Circle was the scene of much spirited 
buying when their sale started. Plav 
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fhere’s Volume Profits For You ~~ | 
as Young America Reaches For | 






These California Platform Comfies 
ofer the dealer two outstanding 

. ’ Trimm wi 
advantages in TODAY'S market. .. pp ey 


The ZIPPER 


# They are a quality product in design, 
styling, material and workmanship. 


The upper is made of fine, smooth 





Elk leather. Hos full supporting 


counter 


# You can have them now —— THEY'RE 
READY FOR IMMEDIATE DELIVERY! 


fees... ee i 
Colors . Red and Brown Sf 


Retails at $2.98 to $3.98 


Manufactured by the Originators 





of California Platform Zippers y 
'7 LeGrande Avenue + Wilkes-Barre, Penna. , With o Fine Electrified Noturo! 


Shearling Cuff 


“9's the Triumph of Faith!” 
» Wleet Hs at thet W/L Yorker SHOW - 
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shoes, too, at Hess, in gabardine and 
leathers in Summer shades went out 
quickly. : 
* * * 
SHOE BUSINESS PICKS 
UP IN DETROIT 


S HOE business in typical Detroit 
stores has shown a little pick-up dur- 
ing the past month—largely a reflec- 
tion of the return to standard buying 
procedure and increased optimism 
which resulted when the fate of OPA 
controls was finally clarified—revers- 
ing the slump caused by uncertainty 
a month before. The actual increases 
in volume were fairly slight, however, 


because of the short supply in most 
stores. 

It was this situation, rather than 
volume, that constituted the prime 
operating problem for Detroit retail- 
ers during August. Available sup- 
plies from the wholesalers were re- 
ported to be generally depleted, with 
no immediate prospect of a return to 
recent normal quotas in many lines. 

This situation proved a genuine dis- 
appointment to many conservative 
shoe men who had looked upon the 
developments of the past two months 
as an approach to normal buying and 
business operation, rather than the un- 
certain conditions caused by special 
factors that prevailed throughout the 
war. It proved impossible, however, to 
exercise the desired choice in selec- 
tion of merchandise—either by the re- 
tailer or by his customer. 

The supply situation has been a 
little easier here in women’s shoes, 
with novelties and sportswear taking 
some of the load off staple lines. Cus- 
tomers have been buying to a large 
extent upon the appeal of a specialty 
shoe, and-not purely for utility—an- 
other reversal of a wartime buying 
habit. This is reflected in the current 
advertising of leading stores, which 
feature the decorative and costume 
motifs strongly. 

In men’s lines, there is a serious 
loca] shortage that led to some wild 
talk of some stores closing. Situation 
is actually not that serious, because 
there is a stock in every store, but in 
many cases it is far from being rea- 
sonably diversified. In some instances, 


size assortments are considered highly 
unbalanced. 

Children’s shoes are a little freer 
here than they were a few months ago, 
but are still very scarce. Larger store 
buyers are continuing their practice 
of canny merchandising, buying up 
shipments from new supply sources 
and featuring their specialties to 
maintain a fair turnover. 

With the present scarcity situation, 
retailers generally feel that there is 
little if any style trend—since demand 
is for just about anything within rea- 
son that will fit. There is, however, 
a marked increase in price attention 
in buying—with the demand more 
heavily in the medium grade shoes 
than it has been in some time. 


* + 


STOCKS AT LOW 
EBB IN NEW HAVEN 


Wirn stocks reported at their lowest 
in the history of most New Haven 
stores, shoe retailers face the gloomy 
prospect of possibly having to close 
their doors within 30 to 60 days, and 
foresee very little possibility of sal- 
vaging anything for the Fall, as a re- 
sult of the tannery-OPA squabble. 
Women’s lines appear in slightly 
better shape, and some retailers are 
counting on fabric and fabric com- 
bination shoes to help them until 
other deliveries start coming through, 
but for the most part the store keep- 
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Sweet 9 LOW 


Dreery ttle thom = th those parc ete 
hesh 10 in-theqroove this 
season Teer Age dows them > 
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Fiat heels for teen-agers were shown 
by Krapp & Tuffy, Houston, Tex. Copy 
was written in teen-talk. 








ers are leary of acceptance of fabric 
shoes and although they are will- 
ing to accept anything that comes 
through, they do not plan any exten- 
sive promotion of these items. Most 
women’s stores have found one or 
two lines of fabric shoes satisfactory, 
but they seem of a mind to hold 
their promotion funds for exploitation 
of better merchandise when it starts 
coming through. 

In the mens’ lines, stocks are low- 
est, and merchants express the opin- 
ion that the OPA-tanners impasse has 
set them back nearly three months; 
they see very little chance of doing 
any extensive Fall promotion, unless 
they come by a sudden windfall. 

Shoe retailers do not believe that 
the public is fully aware of the seri- 
ousness of the situation. A saturation 
of stories on shortages, OPA squab- 
bles in other lines, etc., has left little 


room for impression on the public’s 
mind of the situation in the shoe 
field. Shoe men, however, all agreed 
that it would not be wise to try to 
acquaint the public through adver- 
tising, for fear of panic buying, and 
they are sticking to the policy of sell- 
ing merchandise as long as it lasts, 
and hoping for the future. 
* ~ _ 


ST. LOUIS SALES 
AHEAD OF LAST YEAR 


THoucH deliveries remain spas- 
modic, shoe sales in St. Louis con- 
tinue to run ahead of last year, retail- 
ers report, with some outlets showing 
increases of 35 to SO per cent over the 
first half of August 1945. 

While no immediate improvement 
in deliveries is foreseen, shoe man- 
chants generally are hopeful that in- 
creases allowed on leather ceilings 
to tanners will stimulate the flow of 
leathers and thus speed up produc- 
tion and shipments. Normal inven- 
tories, however, are not expected for 
six months to a year. 

With current shipments of shoes re- 
maining on the shelves only two or 
three days, style still takes a back 
seat to correct fit and foot comfort 
with the majority of consumers. But 

[ruRN TO PAGE 74, PLEASE] 
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to make First Sales” 
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Make quicker, easier “‘first shoe sales” in today’s huge 
baby market with this colorful Trimfoot Baby Deer crib 
shoe . . . lovely pastels in pre-shrunk 100% virgin wool 
felt . .. daintily embroidered in two colors . . . pinked 
soles .. . gift packed! 

Excellent sources of best quality wool felt make thom 
available for shipment now! Your order, mailed today, 
will get prompt action. 


No. 210 White; No. 211 Pink; 
No. 212 Blue 


Your cost, $10.80 per dozen pairs. Retail about $1.50 
per pair. 


SELL FROM DISPLAY 


These shoes, packed in the Baby Deer gift box 
with hinged lid, make counter and window dis- 
plays that tug on heart strings... get at purse 
strings. Let them ring up sales for you. 


In sizes from Birth to Age 5 
TRIMFOOT COMPANY ... TRIMFOOT TERRACE .. . FARMINGTON, MISSOURI 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 





Mateapacetriing ui Markets 


St. Louis 


Conr USION and uncertainty among shoe manufacturers 


e in St. Louis has reached an all-time high as leather short- 


ages continue virtually unabated. Many plants insist that 
they are on the verge of closing down, although they began 
sounding that warning two weeks ago and only three have 
done so. To date there have been no shutdowns among the 
specialty houses. 

Some side leather is reported moving but no calfskin or 
suede. Moreover none of the latter two is predicted until 
the OPA price roll-back squeeze is remedied. Belief is 
unanimous here that the shoe industry could be decon- 
trolled with safety, but it is generally denied that the shut- 
down warnings are a cry of “wolf” to compel such Wash- 
ington action. Some manufacturers, however, assert that 
slaughterers are holding back in the hope of a meat de- 
control. They consider this a vain hope, though, and con- 
sequently predict somewhat more hides in the next three 
weeks. By that time they hope some of the 1,000,000 hides 
“shaken loose” by Washington also will have reached this 
market. 

Others say the slaughter now is ample to relieve the 
leather crisis and will do so after the normal processing 
time lag. 

There can be no doubt, however, that St. Louis’ $500,- 
000,000 shoe industry is operating on a hand-to-mouth 
basis, with the danger of widespread shutdowns very 
real. Few manufacturers have more than a week’s supply 
of leather on hand. They are too baffled to attempt to 
predict even the immediate future and consider themselves 
fortunate to keep running from day to day. 

A number of jobbers and wholesalers meanwhile are 
attempting to meet their needs by buying in the East, 
with little or no success. New sources of children’s shoes, 
especially, are sought. 

Retailers are beginning to feel the strain, but not to a 
serious extent yet. Inventories, of course, are down. But 
in the light of past shortages, they can be regarded now 
as fair. 


Boston 


TRADE observers estimated, at the beginning of the third 
week in August, that at least 50 New England shoe manu- 
facturers, employing about 10,000 workers, had been 
forced to stop cutting room operations because of lack of 
leather. Leather companies reported that they had been 
unable, for the same reason, to ship more than 50 per cent 
of their allocations to shoe-manufacturer customers, which, 
since original allocations were only 50 per cent of normal 
consumption, means that the manufacturers were getting 
only 25 per cent of the leather they needed in order to keep 
going. 
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Tanners said that fewer hides had been received during 
the first four days bf the week following the beginning of 
the Civilian Production Administration’s drive to force 
hides into the market than had been received in one day 
of the week which saw the start of the drive. The only 
hides left, they said, were those which may be found in the 
hands of the smaller packers and slaughterers in widely 
scattered parts of the country. 

The seriousness of conditions was pointed out in a tele- 
gram from the New England Shoe and Leather Associa- 
tion to Reconversion Director John R. Steelman. Signed 
by NESLA’s executive vice-president, Maxwell Field, the 
wire pointed out that the “program you instigated on 
treeing flow of hides to tanners does not appear to have 
proven successful. Critical situation facing our New En- 
gland shoe industry more acute today than at any time 
m the past. Hides, skins and leather shipments to date 
are inconsequential and do not represent over 25 per 
cent of shoe manufacturers’ requirements. Many shoe 
concerns unable to resume operations and more companies 
are shutting down. Imperative that further government ac- 
tion be taken to expedite free flow of hides to tanneries so 
that leather shipments can be received by shoe manu- 
facturers.” 

Chicago 

ALTHOUGH to date no important shoe manufacturer in 
the Chicago area has been forced to close down operations 
for lack of leathers, spokesmen from various houses assert 
that unless the flow of hides is resumed very soon, they will 
be obliged to cease operations. Some claim to have a back- 
log of materials sufficient for a fortnight. Others say they 
can continue only another week with the inventories they 
have on hand. With the immediate outlook far from rosy, 
shoe men have been plunged into the deepest gloom they 
have yet experienced. Pessimism is particularly prevalent 
since this is a season when retailers need constant addi- 
tions to their stock, a time when the back-to-school selling 
plus a new season makes for the greatest demand from the 
consumer. 

As for some time past, the ever-repeated cry is for qual- 
ity merchandise. However, it is noteworthy that this does 
not mean merely high-priced merchandise. Retailers with 
an ever-keener ear to the ground of customer reaction are 
more sensitive than ever to possible indications of a buy- 
ers’ strike. With the prevalent shortages in footwear, such 
a strike would probably hit the shoe departments last of 
all. However, it is significant that one of the largest stores 
on State Street is declining to buy genuine alligator shoes. 
They maintain that in order to carry really quality mer- 
chandise in this classification, shoes of this leather would 
have to sell around $75 per pair. And they don’t believe 


there are enough assured $75 customers to warrant taking 
[rurw To PACE 80, PLEASE] 
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“NO, EVEN BETTER... 


Wis Veton 





Pe ake 

* You'd be deceived yourself! Leather-like Velon | 
rivals nature in grain, in texture, in color. Yet it” 
outrivals nature in its ability to “take it.” It's im- 
pervious to scratching, scuffing, dirt, grease, grime 
—almost all stains. And it never needs polishes or 
preservatives. No wonder leading designers are al- 
ready using this magic material in shoes and bags. 
Take a tip from them—write Firestone, Akron, for 


samples and information. 


Firestone 





Listen te the Voice of Firestone 
Monday Evenings over NBC 


September |, 1946 
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Letters to the Recorder 





Unfair to Small-Town Stores 
Editor, Boor AND SHOE RECORDER: 


In these hectic days of the seller’s 
market, I believe the small-town mer- 
chant is having a tougher time getting 
his share of the shoe output than is the 
big store in the large city. Some of 
the manufacturers who in the early 
days of the shoe shortage boasted of 
the fairness of their distribution, now 
that the period of plenty draws near, 
apparently have been unable to resist 
the temptation to place their shoes in 
so-called “key spots” where they have 
not heretofore been “in.” From a prac- 
tica] standpoint, leaving aside the eth- 
ies of the case, they may be using good 
judgment. On the other hand, it is pos- 
sible that when there is again an abun- 
dance of shoes, they may find them- 
selves not much better off. The big 
stores may not find it wise or profitable 
to keep all the lines they have been able 
to take on during the emergency 
period. 

In our store we have a line of men’s 
and women’s nationally advertised shoes 
that the store has carried for fifty odd 
consecutive years. For the past several 
seasons we have been getting from this 
company less than half the pairage we 
bought in pre-war days. When, some 
time ago, we saw these shoes adver- 
tised in the newspapers of a nearby 
large city, by a store that we knew 
had not previously handled them, we 
complained to the manufacturer. 


We have a cordial respect for this 
company and we felt some sympathy 
with their desire to place their line 
with a good store in this large city. 
Their explanation, too, seemed plaus- 
ible: “That city is a key spot, impor- 
tant to us as well as to the entire sur- 
rounding community. The right repre- 
sentation there is helpful to X shoe 
dealers in a radius of many, many 
miles. We know from the tone of your 
letter you understand that, and no 
doubt agree it was wise for us to take 
advantage of the right opportunity 
while we had the chance.” The argu- 
ment is rather convincing, but if there 
are enough of these “key spots” 
throughout the country that have to be 
supplied, they soak up a lot of the 
company’s production and it explains 
why they are furnishing us so few 
shoes. 

New shoe stores seem to be opening 
everywhere, two of them here in our 
town of 12,000 people. We don’t ob- 
ject to competition and the newcomers 
are high-grade merchants, but it does 
seem that in these days any allotments 
of nationally advertised shoes that new 
stores are able to get must be shoes 
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that old, loyal accounts are clamoring 
for and to which they are justly enti- 
tled. 

It doesn’t seem the fair thing for 
the manufacturer to take on new ac- 
counts and leave his old customers with 
empty shelves. 

I have been surprised, too, to see how 
some of the country’s best-known shoes, 
during this period, have been taken 
away from accounts that have featured 
them for years and placed with other 
stores in the hope of securing bigger 
volume. This hasn’t happened to our 
store, but I have in mind another in- 
stance of it in our community. 

A very well-known line of men’s 
shoes was taken away from a store that 
had featured them for nearly a quarter 
of a century, practically since the line 
was brought out. When a salesman 
for another branch of this company 
told me the change was to be made, I 
told him I didn’t think the old account 
was being treated fairly, that under 
present conditions he had a legitimate 
claim upon the company for his quota 
of their shoes. 

His reply was: “My company doesn’t 
look at it that way. They tell me if 
my brother operates a shoe store and 
I think his competitor next door can 
sell more of our shoes, I must pass up 
my brother and try to sell the other 
store.” Will a company that works on 
that philosophy ever build up a lot of 
genuine goodwill? 

I believe that a lot of these shoe 
manufacturers who think they have 
been very shrewd during the war 
period may in the end find that they 
were mistaken. To paraphrase a Bib- 
lical expression: “What doth it profit a 
manufacturer if he gets his shoes in all 
the good stores in the country, if they 
are kicked out when normal times come 
again?” And he may lose a number of 
his old small-town accounts into the 
bargain. 

PAUL MEAGHER, 

M. J. Meagher & Company, 
234 West Main St., 
Frankfort, Ky. 


(Editor’s Reply: You have described 
a situation of which a number of retail- 
ers have complained in the past few 
months. Apparently it is becoming a 
serious problem to the smaller stores, 
although we are loath to believe that 
any considerable number of manufac- 
turers are pursuing such practices as 
a matter of policy. 

There isn’t much the retailer can do 
except to appeal to the manufacturer's 
spirit of fair play. But in most cases 
we believe the manufacturer will re- 
spond to such an appeal.) 


Three Juvenile Shoe 
Stores Planned 


Houston, Texas—Completion of Polj 
Parrot Juvenile Shoe Store’s second 
Houston store and plans for the con. 
struction of a third store have been 
announced here by Maurice Margolis, 
owner. 

The new store, just completed, is at 
4416 South Main, and is described 
as one of the most modern of its kind, 
Gray concrete trimmed with a deep 
green glass across the front features 
the exterior, while the interior, attrac- 
tively decorated with gray carpets and 
rose leather upholstery, is fully visible 
from the street through wide plate 
glass windows. Finished in natural 
wood, the store is completely air con- 
ditioned and is lighted by fluorescent 
tubing. 

Measuring 20x70 feet, the store 
handles a complete stock of shoes for 
infants, boys and girls, as well as 
hosiery and many new bag styles for 
little girls. 

The third store, which will be com- 
pleted by January 1, will be located at 
2528 Amherst in West University 
Place, and will be 45x90 feet. A com- 
plete line of children’s furnishing will 
be handled there. 

The Poll Parrot Shoe Store started 
here in 1934. The main store is located 
at 1015 Capitol in downtown Houston. 


Former G.I.’s Favor 
Dark Browns—Wing Tips 


ALLENTOWN, Pa.—Harold R. Kraft, 
shoe buyer at Koch Bros., Allentown, 
says that “although this city is con- 
ceded to be conservative in its tastes 
and buying habits,” it cannot be denied 
that important changes are taking 
place in the men’s shoe field. In this 
department we note that ex-servicemen 
insist upon certain shades of leather 
and styles. Leathers resembling dark 
brown cordovan are favored. So are 
wing tips. 

“During the war the bulk of our 
sales volume shifted from the $5 retail 
level to shoes selling for $6.95 and up- 
ward. In recognition of this trend we 
plan to add a new line of higher-priced 
shoes as soon as conditions in the trade 
make it possible. We also find that our 
present shoe department is inadequate 
to meet current demands. So we are 
planning to expand and modernize it. 
Our shoe department hasn’t as long 4 
history as most of the other depart- 
ments of this old store, but it is grow- 
ing at a rapid rate.” 


Chain Takes 15 Year 
Lease on Southern Store 


New ORLEANS, La.— Edison 
Brothers have leased the store at 1117 
Canal Street for a period of fifteen 
years, it has been announced. The 
rental will amount to $225,000 for the 
period. 
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No. 1015 — EMBROIDERED 
BENGALINE MATERIAL 


 orralgy Bede ge thera 
Pi Mier 4, 
holt sizes, Mediom Width 
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No. 1025 — RAINBOW 
MATERIAL 


California Construction. Li Bive 
Block, Pink, Red. Sizes: +9, half 


No. 1055 — SATIN 


California Construction. Royal Bive. 
Biack, Light Bive, Pink, Red. Sizes: 
49, half sizes. Medium Width. 
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THE LAST THAT IS REALLY 


FIRS 


* * * 


In whatever shoe center your fac 
tory may be, there is a United Last 
factory near you ready to go to 
work with your style department. 


eo 
” * 


J 
Drawing its style fore-knowl 
from sure sources, United Last 
pany has its services ready for ya 
well in advance of style chang 
giving you maximum opp 
to meet the market with “to 
firsts”. 


0 e ° 


Foot knowledge, combining the 
skills of leading last experts, ap- 
plied to the science of correct fitting = 
is a United Last fundamental, assur- |” 
ing the shoe manufacturer of 
highest degree of true fit-ability i 

his entire line. 


UNITED LAST COMPANY 


BOSTON MASSACHUSETTS 
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An 
Outstanding 
Value 


AMERICAN SCENE 


An outstanding line ... because it is an outstanding value—a value 
that will be reflected in dependable repeat-business for you. Consistent 
national advertising is firmly entrenching this value in the minds 
of American gentlemen everywhere ...so that always American 
Gentleman Shoes will be “Outstanding on the American Scene.” 


AMERICAN GENTLEMAN DIVISION 
Craddock-Terry Shoe Corporation + Lynchburg, Va. 









for IMMEDIATE delivery 


EXCLUSIVE IMPORTED 


PLATFORM FOOTWEAR 


from 


BRAZIL & ARGENTINA 


ALLIGATOR 
CALFS 


A Variety of STYLES and COLORS 
Including Numerous BLACK and BROWN SUEDES 












SUEDES 














TO RETAIL PROFITABLY FROM 
$22.95 To $37.50 







SEE THESE EXQUISITE SHOES NOW 


NALZMAN-KLEIN QHOE (JO, 


45 WEST 34TH STREET NEW YORK I, N. Y. 







COMPLETE STOCKS ON PREMISES AT ALL TIMES 























suggested that the customer bring a 





Effective Sale Clears Spring 









And Summer Footwear 


CHEYENNE, Wy0.—The Bootery, 1609 
Capitol Avenue, staged a highly effec- 
tive clearance sale of Summer and 
Spring shoes for women by promoting 
a “two-for-one” sale in which customers 
were given their choice of some foot- 
wear for $1 per pair after they pur- 
chased a pair of the store’s featured 
nationally advertised brand name shoes. 
All sales were for cash with no refunds 
and no exchanges. 

Advertising used in the promotion 


Dramatic Fall Coats 
Good Foil for Shoes 


[CONTINUED FROM PAGE 45] 


Through all these styles runs the 
feeling of opulence . . . abundance and 
richness of materials and abundance of 
style ideas. Never, in high style models, 
is this sense of richness overdone. The 
coats are in good taste, but dramatic 
enough for the most style - minded 
woman. 

Fortunately, in this same season of 
striking new ideas in coats .. . as well 
as in suits, dresses and hats . . . shoe 
designers have felt the need for more 
subtlety and restraint in patterns and 
treatments. Trimmings and decora- 
tions have not been omitted from Fal] 
lines, but they have a new feeling. 
Even bows and other throat ornaments 
are more ladylike. And there is an in- 
creasing number of shoes where the 
trimming consists of tucking, puffing, 
appliqués, or contrast of one material 
with another. Last of all, growing 
slowly, but perceptibly, is the trend to- 
ward untrimmed shoes which depend on 
silhouette, material and workmanship 
for their beauty and style importance. 


Ad Explains Shoe Shortage 
To Consumers 


LINCOLN, Nes.—In an attempt to 
make clear to the public the reasons 
for the difficulty in buying shoes, Wells 
& Frost, retailers here, ran a news- 
paper ad explaining the leather market 
situation and asking buyers to be pa- 
tient. 

Headed, “Your Indulgence, Please— 
Today’s Shoe Supply Is Temporarily 
Short,” the ad reads, “June 27 hides 
and leathers went on a free interna- 
tional market. Other countries bid 
prices up. Leather prices are con- 
trolled by a world market. 

“July 1 OPA controls ended tem- 
porarily. Tanners and manufacturers 
entered the international market, 
bought higher priced hides and leather, 
quoted higher prices to dealers. 

“July 25, OPA was revived. Tan- 
ners were caught with hides and 
leather bought at higher prices. They 
stopped shipments to dealers, pending 
price adjustments with OPA. 

“Your indulgence, please, while these 


member of her family or a friend, with ‘difficulties are worked out. Delay your 
each dividing the cost and each getting. Purchases, if possible. Our usually 


a pair of shoes. 


New Store Opened 
In Providence 


Provence, R. I.— Correcto, Inc., 
has opened a new retail store, the Shu- 


large stocks will be short temporarily, 
but as rapidly as conditions permit, 
will build back to the Wells & Frost 
tradition.” 





Buy Shoe Store Building 
Hornet, N. Y.—Thing’s Shoe Stores 


eez Comfort Shop, on the street floor have purchased from I. Landman the 
of the Arcade, Providence, R. I. The building at Main and Church Streets 
store specializes in corrective and com- which they have occupied for the past 


fort footwear. 







three years. 


Boot and Shoe Recorder 











ake 


gePE 


& 


SSSFRERR TT ZR RSES TS 


Evaline —Give me a synonym for Quality 
Jimmy Pig —I know, Teacher, Evans Leather 
Brogi—lI was going to say that, too! 


The boys certainly know their syno- 


nyms! And their Evans Leathers! Any 
shoe manufacturer who has ever used 


an Evans Leather would give them ‘A’ 


é 


for that answer. Yes, even today, when 
the quantity of Evans Leather is 
limited, the quality is held to the high 


level that has always been maintained. 


JOHN BR. EVANS & COMPANY + CAMDEN, NEW JERSEY 
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© HIGH-TOP 
@ BLUCHER 


© WATERPROOF 


LEATHER 


@ 12-IN. HIGH 


DOUBLE 


@ LEATHER SOLES 


SIZED IN WIDTHS AS 


FOLLOWS 


8 pr. (8B width)—Sizes 
8% to 11Y 
8 pr. (C width) —Sizes 


6 to 13% 


12 pr. (D width)—Sizes 


5 to 13% 


12 pr. (E width) —Sizes 


5 to 12% 


8 pr. (EE width) —Sizes 


5 te 13 





7” GOVERNMENT 
es SURPLUS 
AND 


A BARGAIN TO 


} BOOT 
> 

















PACKED {2 PR. 


TO BOX 0. P. A. RETAIL PRICE $9.45 

Net 10 days to satisfactor- 

MINIMUM TERMS: ily rated concerns. Others 

ORDER please send check with order. Delivery 
—Approximotely 30 days. 


48 PAIR F. 0. B. CINCINNATI, OHIO 








This 12-in. General Utility Boot is a rugged, Blucher- 
style, built to serve the Hunter, Fisherman, Farmer or 
Outdoor man. The upper is best quality fullgrain (5% 
ounce) Waterproof leather. This boot is as completely 
waterproof as a boot of this kind can be made—all 
seams and stitching checked. Plain toe of welt stitch- 
down construction with standard screw bottem rein- 
forcement. Full length double leather (% in.) sole, Full 
leather heel. Rawhide laces. Oiled for flexibility. Warm! 
Comfortable with removable felt insole for cold 
weather. Mfg. by Fiorsheim Shee Co., and others. 
It’s a “Bargain and a Boot” to match at our Low Price. 





B.M. DAVIS & ASSOCIATES 





WHOLESALE DISTRIBUTO 


2801 UNION CENTRAL BLOG. CINCINNATI 2, OHIO 











Making the Narrow 
Store Wider 


[CONTINUED FROM PAGE 54] 


illustrated than on Grafton Street, in 
Charlottetown, Prince Edward Island, 
where the Sunnyside Shoe Shop, oper. 
ated by the Wright Shoe Company, is 
currently, and in the words of one of 
the two partners, “going ahead like an 
express train,” promoting high-grade 
women’s shoes with a $15-per-pair re- 
tail top, under the able management of 
A. L. Wright and Arthur L. Wright, Jr, 


This store was laid out in a space 
17 feet wide and 93 feet deep, which 
gave it more the appearance of a hall- 
way than a store interior and to offset 
which the Wrights introduced some in- 
novations. The first fifteen feet of the 
store floor were converted into a rest- 
ful men’s lounge in which no shoes are 
sold. It is dedicated specifically to the 
comfort of men who accompany their 
women-folk on shopping tours and is 
furnished with large divans. For the 
rest of the store—the selling floor—a 
diamond-patterned flooring tile was se- 
lected and the pattern was laid diagon- 
ally, giving the appearance of greater 
width. Included in the store are two 
attractive booths with glass-shelved, 
half-round fronts, in one of which silk 
hosiery is sold while the other is de- 
voted to the sale of nylons. There is 
also a complete children’s section; and 
the color scheme of the store proper is 
worked out in three shades of pale 
green and ivory contrasting with the 
mottled brown of the store pillars. 

The fanciest touches of all, however, 
were reserved for the store front. Due 
to the fact that no awning was provided 
for, sun-resistant glass was used in the 
windows, giving perfect protection 
against sun spoilage. Another feature 
are valances made of flexible gold glass, 
fluted to simulate draperies, and edged 
with gold rope and tassels. 

The store, says. Mr. Wright, “is the 
pride of the whole Maritimes.” 


West Coast Travelers 
Plan Show in November 


Los ANGELES, CaALIr.—John L. Zin- 
gelmann, chairman of the Promotion 
committee of the West Coast Shoe 
Travelers Associates, announces that 
November 24 to 27, inclusive, have been 
decided on as the dates of its 1946 shoe 
show and convention, to be held at the 
Alexandria Hotel. This show, formerly 
an annual event, is being resumed after 
a lapse of seven years. 

This event will be, Mr. Zingelmann 
says, “the largest and most outstanding 
show ever held on the Pacific Coast 
and will afford an almost unparalleled 
opportunity for manufacturers, whole- 
salers and retailers to get together and 
make their plans for the future.” 
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“/wo baste types 
of cement 


TO MEET CURRENT SHOEMAKING NEEDS 


PLATFORM 
UPPER CEMENTING COVER CEMENTING LIP CEMENTING 


BOND, solvent type, synthetic rubber 


ceme Be a vel i ene objective in mind — to meet the 

requiren’ # shoe manufacturers f P@iticient general shoemaking cements. : 
There is a br Sach adhesive operation for every type of shoe. “ 
research with the b be 
by thorough testing and refi 

cement is included in the line: ication of a high stand-— < Be, 
ard of performance is assured by co dconatont _ € ad 


attention to variable shoe indusiry of 
In the BE BE BOND line a limited nt tude rubber — a 
glad to assist you in determining the most advazm uses. 
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BOTTOM CEMENTING SOLE CEMENTING PLATFORM CEMENTING 3 


af 
Products of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 
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The 
Heywood 


Among the finest men’s 
shops today carrying th 
Heywood line are Armi- 
shaw’s of Portland, Ore- 
gon; Marshall Field of 
Chicago; Rogers Peet of 
New York. Their faith in 
Heywood is your assur- 
ance of distinctive ap- 


WORCESTER, MASS 


SINCE 1864 


calf. These are followed in order by 
dark mink brown suede and calf and 
burgundy suede and calf. Perforated 
and open models are the most pop. 
ular, although several retailers notice 
a demand for less open models. This 
tendency toward partly closed models 
calls for well styled and well tailored 
shoes which are not completely closed, 

Also very good are casual shoes 
in high style and low heels, one 
store featuring four popular mod- 
els consisting of a ballerina motif 
with open back and pin tucked toe, a 
notched vamp with closed heel and 
toe with extended edge sole, a creased 
vamp style sling pump with heel 
sueded to match and a closed heel 
ballerina casual with pin tucked toe. 
All were black suedes. 

Merchandise continues short, with 
practically all stores and departments 
selling their quotas in short order. 
While prices have advanced under 
OPA control, consumers appear to 
buy in usual quantities without any 
reservation or hint of price resistance. 
They want good quality and shop 
around until they find what they want. 
Money seems easy, people are in a 
happy mood in regard to shoe pur- 
chasing and everything seems headed 
for an exceptionally good Fall season. 














Review of the 
Retail Trade 
[CONTINUED FROM PACE 60] 


the trend to selective buying is de- 
veloping, retailers point out, as evi- 
denced by the less frequent appear- 
ance in the stores of the customer 
who buys many pairs of shoes at a 
time. 

Such a tendency, shoe merchants 
believe, indicates that the consumer 
has made a start toward building up 
his shoe wardrobe and that he will! 
use more care in future purchases. 
While the trend can be seen in the 
sale of both men’s and women’s shoes, 
it is more easily noticed in sales to 
men; a result, retailers explain, of 
the several months which now have 
elapsed since the majority of men 
were released from the armed forces. 

An anomaly growing out of price 
ceiling changes which can be found 
in most St. Louis stores, is the price 
variance, between replacement order 
and original stocks on identical shoes 
of different sizes. 

To retain customer confidence, how- 
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ever, and to avoid having “two prices” 
on identical styles, most retailers are 
absorbing the loss themselves and are 
pricing the replacement merchandise 
shipped to them under higher ceilings 
at the same level of the original stock, 
based on earlier ceilings. 

Though favoring a policy of hew- 
ing to the line on prices, which was 
carried out even during the short in- 
terval of OPA’s non-existence, St. Louis 
retailers expect higher ceilings as the 
manufacturers pass on to them in- 
creased leather costs. 

** * 


PROVIDENCE SALES VOLUME 
HOLDS HIGH LEVEL 


Tae early Fall retail season is well 
under way in Providence, R. IL. and 
sales volume is still holding its high 
level. Stores had a good white season, 
most of the better quality type having 
already sold out on whites. A number 
of the stores featuring less expensive 
lines have some whites on hand and 
these are being offered in sales. 

In the Fall line, black suede leads 
the parade, followed closely by black 





MEN'S FULL-FASHIONED 


RAYON SOCKS 


Sv 8353/9. Soft, trim-look- 
ing, fine-quality Socks for dis- 
criminating men. Mercerized cot- 
ton tops. Reinforced soles. Colors: 
Black, brown, navy, maroon — 6 
pairs of solid color to box. 
Sizes: 10 to 13 


$7.50 Dozen 


FRIEDMAN coesiny cov 


SIP Fifth Avenue, Hem York City 16 
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ENSATIONAL PROFIT MAKERS! 
COSMETIC APPEAL... 


in Colored Shoe Cremes 


QUINTONE’S rtefile 


SHOE CRE E-PACS 


Plastic compacts — the first thoroughly Bae Fiiser package - shoe polish! Colors — 
red, white, blue, green, brown, biack, and crystal plastic (for all plastic and patent sur- 
faces.) Complete with applicator. 


A new idea that REALLY SELLS! 


OR QUICK TURNOVER... 


e's ac combination that works fast! 
CLEAR PLASTIC COUNTER DISPLAY featuring 


WINTONE 7ood=LLZe 


DE CREME-PACS & LIQUID WHITE 


let's @ constant counter reminder of the best buys in shoe 
ish! The new Foot-Lite CREME-PAC and the attractive Foot- 
itt LIQUID WHITE Bottle, side by side—a quick choice for 
ustomers. A-N-D, the new LIQUID WHITE can’t soil 

fngers—with its easy brush-type applicator and dip pan. 
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a PASTE DISPENSER 


a Sure-Fire Seller! 


SELECTION-GUIDE MAKES QUICK SALES 
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Fixture-type bleached wood DISPENSER pays for itself with the first order! 
Holds 7 dozen jars — 5 fast-selling colors — approximately 17 inches long, 17 
inches high and 7 inches deep. The different dispenser that really sells! 


SEND COUPON FOR COMPLETE INFORMATION > 


= K. 7. Q 
: 0 * Massach Co., 
> CREME p ” *e Ba 


AMERICA’S FINEST SHOE POLISH 

















MISSES’ and CHILDREN’S 
= 









IN STOCK 
FOR IMMEDI- 
ATE DELIVERY 
in attractive cartons 
designed to appeal to 
the younger set. 


Children’s in Red and Navy Color — Sizes 4-11 
Misses’ in Red, Navy or Brown — Sizes 12 -3 
Lasted Like a Shoe on eperiel Shearling Lasts 
with plenty of “ Toe and GROW-ROOM” 
Hew Finished Electrified Extra-Deep Piled 


One-Piece Vam 
Chrome -Tanned Padded Sole 
— pevien Stipe’ Seems a ae 
ing Snug-Tip Styling protected under 
U's: Design Patent No. 142314 


from all Colt - Cromwell Warebouses 


, Misses’ 
$1.55 F.O.B. Boston $1.95 F.O.B. Boston 
$1.60 F.O.B.Los Angeles $2.00 F.O.B.Los Angeles 


COLT-CROMWELLI 


(OMS TIS 
2 oe ee teases tere 
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Merchant Warns Against 
Mark-Downs 


ToRONTO, ONTARIO-—— Says one shoe 
buyer: “If I don’t sell playshoes at a 
profit, then _I’m in business just for 
fun—because that’s about al! I’ve got 
in my women’s department right now.” 

His comment was occasioned by the 
fact that some merchants have appar- 
ently lost their nerve and have been 
offering playshoes at reduced prices. 

“This looks like an error of judg- 
ment,’® says this buyer, “because the 
cut-price tag has lost a lot of its appeal 
and, indeed, in some cases, is more of a 
deterrent than a stimulant to sales. The 
vast majority of people are not looking 
for bargains. On the contrary, they 
would rather pay a dollar more to as- 
sure themselves of extra quality. The 
answer to the playshoe problem—if in- 
deed it is a problem—is more and bet- 
ter promotion. If stocks are a bit 
heavy, the simple way of price-cutting 
isn’t good enough—certainly not except 
in lower grade stores. What is called 
for is a bit of old-fashioned salesman- 
ship.” 


Store Erecting New Front - 


WILKES-BARRE, Pa. — Hanover Shoe 
Store, S. Main Street, is constructing 
a new front and making interior 
changes. 











WOMEN’S 


Kaee0€LHA 
INDIAN 
MOCCASINS 


Wool-Lined 
in 
RED, BLUE, 
TURE-TAN 
and WHITE 
Sizes 4-9 


IN STOCK 
SEPTEMBER 15, 1946 
Price: $2.40 F.O.B. Boston 
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Trend in Cattlehide Supplies Available in 1945 and 1946 
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Until June of this year, the Federal Inspected Slaughter 
fell off sharply with established packers unable to pur- 
chase livestock in competition with other slaughterers. A 
repetition of the acute situation in the first half of this 
year will mean less domestic hides and skins than would 


the supply 





be available potentially from near-record cattle herds. 
lf black market operations in livestock and meat can be 
prevented by effective enforcement of slaughter controls, 
of raw material moving to the leather and shoe 


industries will be favorable. 
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Cetan CA 


is the leather that sells your shoes 
when appearance tips the scale 


Ever notice how many leading manufacturers make 
their “pet” shoes, their leading numbers, of 
Cretan Calf? 


Take this handsome tan-and-white. The maker 
knows that the rich beauty of Cretan Calf sets 
off the white buck perfectly. He knows that the 
plump softness of this popular vegetable 
tannage promises (and delivers) delightful, healthful 
comfort. He knows that this same quality makes 
Cretan Calf easy to work into outstanding shoes. 
(Notice the clean pinking and punching.) 

Cretan Calf and the other Gallun leathers can help 
you win greater customer loyalty — and net profit. 
Put them to work. A. F. Gallun & Sons 

~ Corporation, Tanners, Milwaukee, Wisconsin. 
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THE MOST POPULAR STYLE IN AMERICA ~™\> 


Iudian #and- Sewn 


7, 


MOCCASIN Loafer » 


IN-STOCK FOR 


IMMEDIATE DELIVERY 


Made Over A Famous Fitting American Last . . . 


Genuine Leather Thru-out .. . 


Detailed And 


Constructed Just The Way The Indians Make Them 


MADE IN MEXICO 


$ 
3;2 Pair 
Net F. O. B. 


Philadelphia 
M Width—36 Pr. Lots 


No need to disappoint that army of ‘teen-age- 
college girl customers who are asking for them 
évery day. Here is the very shoe they've made No. 1 
in their style porade. Just imagine, hand-sewn in 
the Indian tradition over welt-fitting American lasts, 
with plenty of toe spring. They’re fashioned from 
rustic tanned hand-finished Mexican Leather . . 
Heavily antiqued in varied rich brown color tones. 
They’fe in-stock now, and ready for immediate 
shipment, just when everyone wants them for early 
back-to-school and- college promotions; and 
for the Christmas selling season which will follow it. 
Write or wire your requirements today. 


Fall, 





ARCH STS., 


PHILADELPHIA 6, 


PA. 
ee 











Executives Promoted 
By Edison Bros. 


St. Louis, Mo.—Joseph C. Fink, for- 
mer regional supervisor with the Baker 
and Burt Stores in the Detroit area, 
and Maurice Artstein, former manager 
of one of the Burt’s Stores in Chi- 
cago, have been promoted to positions 
in the home offices of Edison Brothers 
Stores, Inc., St. Louis, Mo., operators 
of the Burt, Baker, Leed, and Chandler 
Shoe Stores. 

Joseph Fink began as a salesman 
with the company in 1932, became man- 
ager of one of the Philadelphia stores 
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in 1934, and regional manager in 1944. 
He will now head the merchandising 
of the Quali-Craft shoe, handled by the 
Baker stores. Maurice Artstein has 
been given the position of assistant 
buyer to Lou Liebson, head of the 
Chandler’s division of Edison Brothers 
Stores. 


Store Loses Lease . 


ELKHART, IND.—The Big Shoe Store, 
having lost its lease at 315 S. Main St., 
reduced the stock with a special re- 
moval sale. Temporarily the store will 
be located on the first floor of the Bos- 
ton Store. 


Washington Newsreel 


[CONTINUED FROM PAGE 36] 


Shifting to another branch of OPA, 
we find that the decision to suspend 
ceilings on rubber footwear was taken 
to conform to the standards of the new 
act, since production is well above the 
best prewar year and supply and de. 
mand are in balance. 

There has also been plenty of action 
in OPA’s leather price branch person- 
nel-wise. 

Russ Walkey, after three years’ ser- 
vice with OPA, has finally returned to 
the shoe industry. Russ is an older 
and much wiser man as a result of his 
OPA experience. At industry meetings, 
he had to compete with the main lines 
of all railroads going South out of 
Washington, which passed beneath his 
window. He still managed to retain his 
equilibrium. Seriously, his was one of 
the most difficult tasks in OPA and the 
industry should tip its hat in acknowl- 
edgment of a job well done. 

Replacing him is Bill Molster, no 
stranger to the shoe trade. Bill stepped 
into the job just as much in the dark 
about shoe and leather pricing prob- 
lems as he was about shoe distribution 
when he took over the shoe rationing 
program. He freely admits it, but 
those who know him say that far from 
being a disadvantage his apparent 
greenness will enable him to make his 
decisions impartially, as he did in shoe 
rationing. Bill’s road will undoubtedly 
be a rocky one, since it is obvious that 
he will have to say “no” to the shoe 
industry many times in the months 
ahead. 


New Store in Ohio’s Capital 


CoLumMBus, OH10—Minor’s new shoe 
store at Third and Broad Streets, Co- 
lumbus, Ohio, was formally opened re- 
cently. The store is modern in every 
respect and one of the most imposing 
retail shoe stores in Columbus. E. H. 
Minor is senior partner in the concern. 
The new store room is diagonally across 
from the State Capital. 


Association Spokesman Sees 


Shoe Shortage in Southwest 


DALLAS, TEX.—With shoe stores here 
already operating virtually without in- 
ventories, a serious shoe shortage is 
predicted by Tom D. Collins, secretary 
and manager of the Southwestern Shoe 
Travellers Association, if factories shut 
down. 

Collins urges complete elimination of 
leather industry controls or the estab- 
lishment of new maximum leather 
prices more in line with world prices 
as the only practical solution to present 
shortages. 
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Let a Great Name help you sell Canvas Footwear 


soy: Dad, I’ve gotta get a new pair of gym shoes. customer: What does “P-F”’ stand for, anyway? 


pad: Well, make sure you get those canvas shoes DEALER: ‘‘P-F’’ means Posture Foundation. This rigid 

with “P-F”’ I’ve been reading about! . wedge built in under your heel keeps the bones of your 
feet in their natural, normal position . . . Swell for 
tennis, basketball and hiking. 


DEALER: ““P-F”’ steps up your athletic performance. It beater: “P-F” canvas shoes are made by B. F. 

gives you greater “staying power,” too! That’s why Goodrich, a name you can depend upon. 

big athletes go for it. customer: Same people who make our car tires. That 
does it—wrap ’em up! 


Your customers know the name B. F. Goodrich and what it stands 

for in the field of rubber research. They know that on rubber and canvas e 

footwear the B. F. Goodrich name is their assurance of real service, comfort, x } Goodrich 
a a 


and wear. It's your assurance of a satisfied customer who'll be back again 
FIRST IN RUBBER 


for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. 


September |, 1946 

















mM. B. Adrian 
X-RAY 
SHOE INSPECTOR 


Leading Shoe Manufacturers 
Have Used “M. B. Adrian” 
Designed X-Ray Shoe In- 
spectors on Children’s, 
Women’s and Men’s Shoes 
Successfully for the Past 
Twelve Years. 


They have PROVEN 
their VALUE by treted. Conveyor Model 


doing a more accurate and dependable job of shoe 
inspecting for the detection of tacks, staples, mis- 
placed shanks or supports, eliminating all the guess 
work of hand inspection. 

lowering inspection costs—one operator inspects 
about 3500 pairs daily. 

reducing liability insurance rates and damage suit 
losses. 

building good will among the shoe merchants who 
realize that the manufacturer is doing everything 
possible to supply him with a perfect product. 


eet tt tt tt tt tt te 


Stationary Model Iilus- 


Prices & Delivery on Request 


M. B. ADRIAN & SONS X-RAY CO. 


2507 S. Howell Ave. Milwaukee 7, Wisc. 

















YOU CAN ALWAYS 
Count on Arnoff. . 
BOWLING SHOES 


© Suedine Uppers 
© Full Lined Thruout 
e White Rubber Sole on Right Shoe 
¢ Full Leather Sole on Left Shoe 
© Ventilated Sides 
© Leather Trim at Eyelets 


LADIES' $ ? 1 MEN'S 
In wry Goes Rag X a AN to A $350 
me. 73 7a ck ORDER NOW 
No. 730—Red IMMEDIATE DELIVERY 





ARNOFF SHOE COMPANY 








Manufacturing and Markets 


[CONTINUED FROM PAGE 62] 


the risk of carrying complete lines at such prices. The 
management also believes that the stocking of such prices 
adds yet one more turn to the spiral of inflation. 

As this is being written, a slightly encouraging note 
comes from Washington to the effect that the Civilian Pro- 
duction Administration has “forced the movement to mar- 
ket of between 500,000 and one million cattle hides as a 
result of its investigation of producers’ stocks.” Shoe men 
state they would be most happy to believe this is true, but 
until they see tangible results jn the actual arrival of hides 
into their factories, they maintain a discreet skepticism. 
The statement of Reconversion Director Steelman that the 
Justice Department is to investigate a reported industry 
conspiracy to withhold hides until OPA is forced to raise or 
remove ceilings sounds an encouraging note to the shoe 
trade. 

Those houses which have consistently maintained a pol- 
icy of institutional national advertising now find themselves 
in the unfortunate position of regretting their contracts—at 
the immediate moment, at least. They find that the mo- 
ment an ad appears they are deluged with letters, phone 
calls and telegrams from their accounts asking for the mer- 
chandise depicted in the advertisements. Comment is again 
being made that the “scare” stories appearing in the daily 
press, stories of shortages and rising prices—are once 
again, as during the war, sending the public off on a spend- 





ing spree, each one anxious to buy the maximum number 
of shoes possible. This is still another factor in tangling 
up the skeih of supply and demand. 


Show Stadium Boots in August 


GEUTING’S of Philadelphia believes in getting the public 
interested early and before the season actually sets in for 
stadium boots. This type of footwear, which was popular 
last year during the cold weather, is destined to be in even 
greater demand by the increased number of college stu- 
dents, returned veterans, and general workers. 

Through the copy of an advertisement in the Sunday 
society section of a Philadelphia mid-August newspaper, 
Geuting’s warns that those who wait may be disappointed 
when the first cold weather arrives. This large ad con- 
tained illustrations of three types of stadium boots. A cou- 
pon was made ready in the corner of the ad for easy 
clipping. 

Beginning with the appearance of the stadium boot ad, 
Geuting’s devoted its entire window space to an attractive 
display setting off the various types of stadium boots in 
stock. The base of the windows was made white with sim- 
ulated snow on which stood small white evergreen trees. 

“Geuting’s Forecast a Cold Winter, but you can be 
warm afoot in Stadium Boots for Winter sports,” said one 
poster with suggestions of skiing and football nearby. 
Other signs read, “for the big games, for apartment 
dwellers, for school, for commuters, for travel, for sub- 
urbanites.” 
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STETSONS 




































The lesson of the war years is paying 
off! — more and more men are stepping 
up to more expensive shoes ... as they 
realize the essential economy of top-quality 
leathers and real craftsmanship. 

To hold this new, broader market and 
turn it into channels profitable to you, 
Stetson in turn has stepped up its adver- 
tising, bringing the Stetson story of quality 
with month-in-and-month-out regularity to 
your best customers and prospects — via 
the Saturday Evening Post. Four million 
able-to-buy men will see monthly half-pages 
like the one at the right, appearing 
August 31. In addition, big color pages 
in Esquire give added punch. 


You, too, can step up sales . .. and profits 
... if you feature Stetsons. Once the pres- 
ent buyers’ market is exhausted, patronage 
will revert to lines supported by regular 
national advertising and a reputation for 
dependability. Stetson has both .. . will 
continue to have both. The attention you 
pay to Stetsons now will pay you big divi- 
dends in the future. The Stetson Shoe 
Company, Inc., South Weymouth 90, 
Massachusetts. 







AUGUST 31 
ISSUE 


— BY STETSON,| 
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PROFITS ARE 


ON THE RISE 


" GERDA'S 


ALL LEATHER 
CHILDREN'S SLIPPERS 





















Ne. 306—FAUST. Fine 
Kid Leather 


Soles. Colors: Brown, 
Blue. Sizes: 6 - 12. 


$2.10 ° 


No. 401-— ZIPPER 
BOOTEE. All Leather 


Soles, Regular Halt 
Sizes. Colers: 


Blue, Brown. Sizes 
5% - 8; 8% - 12. 
$2.25 


GERD 


Here's a gala collection of ALL LEATHER 
SLIPPERS to send your child customer's spirits 
and your sales soaring! The rich variety of 
color appeals instantly to their young eyes. 
Their attractive all leather construction makes 
immediate friends with parents; result: Greater 
Profits for Gerda dealers featuring these out- 
standing values. An early order will enable 


| New Baker Store Opens 


Kansas City, Mo.— Latest in the 
mounting number of retail shoe stores 
in Grater Kansas City is Baker’s new 
store, opened August 10, at 650 Min- 
nesota Avenue, Kansas City, Kansas. 
This makes three stores for Baker’s, 
the other two being located at 1032 
Main Street and 1122 Walnut Street, 
in Kansas City, Mo. 

The merchandising keynote of the 
new store will be women’s shoes in the 
price range of from five to eight dol- 
lars, with emphasis upon matching 
bags. Hosiery to go with this type of 
shoe will be featured in generous 





you to brighten up your Children’s Depart- | 


ment in ample time for the long fall slipper 


Bm selling season ahead. 


Ne. 301—-OPERA. All 
Leather Uppers, Flex- 
ible Hard Leather Soles, 
Fine Grain Leather, 
Regular Half Sizes. 
Colors: Brown, Red, 
Blue. Sizes: Infants’ 
5-8; Children’s 8'/2-12; 
Misses’ 12% - 3. 


TERMS: Net 10 days, F.O.B. New 
York. Minimum Order 18 prs. per 
color — State Second Color Choice. 


SEPTEMBER-OCTOBER DELIVERY 


Footwear COMPANY, INC. 


IMPORTERS © EXPORTERS 
158 DUANE STREET, NEW YORK 13, N. Y. 











Saddle Shoes Big Sellers 
In Casper 


CASPER, Wyo. — August sales of 
saddle shoes have set a new high record 
in early back-to-school selling, it was 
reported at the Casper Commissary, 
Inc. Always a favorite with the 
“Coke” crowd, it has been in greater 
demand than ever by high school girls 
and young women heading back to 
college from the Casper area. 

The new price of $6.95 has created 
no visible sales resistance, it was also 


reported. Moccasins also have been in 
heavy demand for wear with casual 
school clothes, while black suede sling 
pumps have been the best seller in 
dress shoes. 


—_— —_ 


Stores Close for 
Employe Picnic 


ALLENTOWN, Pa.—Farr’s shoe stores 
in Allentown, Bethlehem, Easton and 
Reading closed at noon, Aug. 7, for the 
employes’ annual picnic. 





stocks. 

Emphasizing the basic policy of this 
new store, the outstanding feature of 
the large advertisement announcing the 
formal opening was an outstanding ex- 
ample of Baker footwear for ladies, 
with the matching bag shown in gen- 
erous detail. 

The new store starts out with ample 
floor space, stock space and a full quota 
of employees, twelve in number, suffi- 
cient to handle the crowds which this 
store expects. On Saturdays the cars 
along Minnesota Avenue are parked to 
maximum density, and as is the custom 
in some towns much smaller than this, 
many of the residents in the area con- 
dense most of their weekly shopping 
into a regular Saturday “shopping 
splurge.” 

Leonard Cohen, manager of this new 
store, knows the retail shoe business 
from the ground up—having spent 
years in the actual task of selling shoes, 
studying the buying end, and making 
a special study of what appeals to the 
ladies at a particular season of the 
year, as well as from season to season, 
and from year to year. 

Mr. Cohen believes strongly that the 
present trend in ladies’ shoes is toward 
shoes and matching bags, and the basic 
store policy at this time is based on 
that belief, which has been well estab- 
lished in the Baker store at 1032 Main 
Street, where Mr. Cohen was employed 
before being promoted to manager of 
the new Baker outlet. 

“Colors in high demand at the 
moment are Turftan, Lip Red and 
Palm Green,” says Mr. Cohen, “and 
displays of shoes with matching bags 
tempt the lady shoppers more power- 
fully than anything else in shoe dis- 
plays. The bags sell the shoes, and the 
shoes sell the bags, and with appropri- 
ate hose to complete the various en- 
sembles, this seems the last word in 
shoe appeal.” 





Form Company to Operate 
Department Store 


CARLISLE, ARK.—M. G. Young, Jose- 
phine Young, Roy Cox, Harold Young 
and Kelly Welch have formed Young’s 
Department Store, Inc., to do business 
here with $500,000 authorized capital 
of which $392,000 has been listed as 
starting capital. 
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american women love these 
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The American woman— daughter of a streamlined age — 
is eager to get her feet once more into a pair of 
the flattering, comfortable, glove-fitting shoes made possible by 
the stretch technique of Lastex yarn. Illustrated here 


are some examples of the type of shoe which will dominate 





the style picture for Spring. In each case the whole design 
is built upon the stretchable vamp. 2 


Whether you are a manufacturer or a retailer you want 
to satisfy your customers with the best versions of the 
elasticized shoe. And you will insure your success in this 
field by specifying “Vamos” shoe fabrics—all made 
exclusively with Lastex yarn—all 
products of the high standards 
of quality and dependability with which 
the name Vamos is synonymous. 


QUALITY SHOE MATERIALS 


406-416 Marbridge Building ¢ 47 W. 34th St., New York 1, N.Y. «Tel. Wisconsin 7-8827 
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Extra values all the way! The half-inch platform sole, beautifully done. 


SHOE COMPANY 
ST. LOUIS + NEW @ YORK+ CHICAGO~ LOS ANGELES 


fo ie 








The important correct lasting, superior fit. The finer construction 
throughout, the handsome detailing. The added service. Cinnamon 
brown, or white, or black patent leather. Sizes 12% to 4. 





Editorial Outlook 


[CONTINUED FROM PAGE 41] 


head? These totals were less than half- the inspected 
slaughter a year ago. It is a fact, unambiguous and un- 
deniable, that before June 30 livestock and meat con- 
trols had diverted cattle from legitimate packers and 
had also induced the withholding of livestock. 

It requires only a glance at the record of federal in- 
spected slaughter for the several months prior to June 
30 to establish the sharp curtailment in available raw 
material supplies. When controis ended at the begin- 
ving of July, inspected slaughter shot up sharply to 
1,239,000 head, but many of the hides from these ani- 
mals could not become available until the latter part of 
August and early September. A minimum of 30 days 
is required to cure hides after slaughter and before they 
can be shipped to the tanneries for the production of 
sole and upper leather. Consequently, it was inevitable 
that some time during August a drop in the domestic 
flow of supply would have occurred, reflecting curtailed 
slaughter in the previous months. This crisis could 
only have been solved by a rational and sane approach, 
by cooperation and good will between the agencies of 
Government and every branch of industry. Emergency 
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measures could have been undertaken for the most effi- 
cient use of existing supplies in order to tide producers 
over the critical period. Such steps were not taken; the 
significant facts were ignored. 

Looking back to July 26, it is difficult to avoid the 
conclusion that a grave situation was handled ineptly, 
unwisely and to the detriment of the public interest. 

The restoration of livestock and meat price controls 
on August 23 poses a problem with dangerous implica- 
tions for the shoe and leather industries. Will the diver- 
sion of cattle from established packers be repeated? 
Will the black market once again process unknown quan- 
tities of livestock with a loss to the country of the vital 
by-products? If that proves to be the case, then the 
crisis witnessed last month will be a forerunner of con- 
tinuing supply dislocations. Apparently the Decontrol 
Board recognized the shortcomings of livestock and meat 
controls before June 30 and it now places its hope and 
reliance in effective enforcement. 

In the bluntest sense, therefore, enforcement of live- 
stock and meat ceilings and slaughter controls will be 
the crux of the supply outlook in domestic hides and 
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Sales of Independent Shoe Stores 


Compiled by U. S. Department of Commerce, Bureau 
of the Census 


-—--————Dollar Salee—___ 
“Per Cent Change 


Number June, ’46 June, ’46 
of Com- Com- 
Firms pared pared 
Report- with with June, 
ing® June,’45 May, ’46 1946 


+8 5$10,464,782 
—14 207,599 


684,434 
270,843 


Pennsylvania , 

Portland, Ore. ... SaKe enna 

Rhode Island .... 112,529 
474,267 
128,870 


1Includes reports received too late for inclusion in previous 
monthly totals. ? Number does not apply in all cases to the year- 
to-vear figures. * Insufficient data. ‘No data. ®As compared with 
$7,825,230 in June, 1945, and $9,716,958 in May, 1946. 





skins. If cattle and calves move to legitimate packers 
and if the black market is suppressed, then the heavy 
movement of livestock during the late Summer and Fall 
will be certain to make itself felt in the availability of 
leather-making raw material. However, should controls 
be inadequate and livestock once again become the ob- 
ject of intense and widespread black market operation, 
there will be a repetition of the loss to the industry and 
the country of essential and vital raw material. Should 
that happen, there can be no mistake in pointing to where 
the responsibility rests. 
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WHITTEMORE 


Shoe Dressing 
Is BACK 


ile Edge Self-Shining Shoe Dress- 

ing is back — the same fine prod- 
uct that started Whittemore on its way 
to fame many years ago, but now in a 
smart new package. Shines vici kid and 
other smooth leathers without brushing. 
For women’s and children’s shoes, as 
well as men’s. Gilt Edge is the most 
famous shoe polish package of all time 
and a long-established consumer favorite. 


Order and feature Gilt Edge now to 
profit from this great buying preference. 





WHITTEMORE BROS. CORP., CAMBRIDGE 39, MASS. 
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shoe eyelets 


jor Val. 
Winter, 


y, ‘ 


to the Manufacturer 


Invincible Roll Setting Aluminum Eyelets (surface type) 


MEN'S and Aluminum Blind Eyelets, in all standard colors and WOMEN'S 
—— sizes, are available for prompt shipment. — 
Ruddy Wine 1900 Fiesta Wine 1900 
Yankee Brown 302 Zo the Retailer Town Brown 1100 
Indian Tan 300 Russet 302 
ieee oe no embarrassment from rough inside surfaces when shoes niles: "ta 
Tewny Ten th are equipped with these eyelets. wins Gini a 
Colden Tan 300 i Cherry Red 600 
Colden Harvest 300 to the Consumer Amber Brown 302 
Black 100 because they lie permanently smooth inside, stockings Black 100) 


do not fray or wear thin where Invincible Roll Setting 
Aluminum or Aluminum Blind Eyelets are used. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
TCR 6 ee ANN MBI 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 





Meat Price Control Grave Threat to Shoes 





Probable Return of Black Market, with Dire Effects on Hide and 
Calfskin Supplies, Causes Concern throughout Industry. 


New York—With the danger of an 
early return of black market operations 
in livestock and meat looming as a dire 
threat to the leather supply situation, 
following action of the Price Decontrol 
Board in restoring meat price ceilings, 
shoe men looked forward to the future 
with deep apprehension as they at- 
tempted to analyze the official announce- 
ment of the board’s decision last week. 

The acute leather shortage of the 
past several weeks, which has compelled 
about fifty New England shoe factories 
to suspend cutting and aroused fears of 
shutdowns in every important shoe 
manufacturing center in the country, is 
attributed largely to the effect of the 
previous black market, which caused 
hide and calfskin shipments to tanners 
to decline earlier this year, and to dwin- 
dle almost to the vanishing point in 
May and June. Tanners of cattlehide 
leathers and calfskins depend in the 
main on hides obtained from federally 
inspected slaughter houses, and it is 
an established fact that by far the 
major proportion of black market hides 
either fail entirely to reach the market 
or turn out to be of inferior quality due 
to methods employed in removal and 


processing. 
As a result of speed-up efforts of the 
Civilian Production Administration, 


packer hides resulting from the sudden 
increase in federally inspected slaugh- 
ter which followed the lapse of price 
controls on June 30 have lately been 
reaching the markets in increasing 
numbers and it was expected that the 
continued flow of hides and skins from 
these sources would help within a short 
time to bring the domestic supply back 
to something approaching normal. Now 
this expectation appears to be cancelled 
by the restoration of meat price ceil- 
ings. 

Declared determination of OPA of- 
ficials to prevent the return of the black 
market are viewed with skepticism by 
well informed observers in and out of 
the shoe and leather industry. The facts 
cited by the Decontrol Board in its an- 


nouncement, as reasons for restoring 
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"If enforcement is not carried through, 
then this industry will be faced with an 
acute and continuous crisis of raw ma- 
terial supply” — Tanners’ Council of 
America. 

“In our opinion, the failure of tanners 
to purchase their full allocations for 
August must be attributed solely to with- 
holding. This process could be continued 
for several months before CPA would 
have any valid basis for invoking inven- 
tory controls. The leather outlook for 
shoe factories is discouraging indeed"— 
National Shoe Manufacturers’ Associa- 
tion. 





price ceilings, namely the unprecedented 
demand for meat and meat products 
and the short supply, make a black 
market virtually inevitable, in the judg- 
ment of practical business men. It 
would require a vast army of enforce- 
ment officials to prevent it, and even 
then their efforts would in all prob- 
ability prove ineffectual. But under 
the present and future OPA setup, no 
such enforcement organization will be 
available. Past experience indicates 
that meat is the one commodity in which 
price controls have been least effective 
and in which their consequences have 
proved most disappointing. 

How serious the effects of the gov- 
ernment’s latest move, in its attempt to 
control prices of livestock products, is 
likely to be, and precisely what will be 
its repercussions on the critical leather 
and shoe supply situation cannot now 
be estimated, and a few weeks may have 
to elapse before the results of decontrol 
can accurately and positively be de- 
termined. One of the best informed in- 
dividuals connected with these indus- 
tries told Boor AND SHOE RECORDER that 
in his judgment the American shoe and 
leather trades are facing the gravest 
emergency in their history. 

The Tanners’ Council] of America, in 
a formal statement, declared that “the 
restoration of price control on livestock 
and meat raises a prospect feared by 

[TURN TO PAGE 109, PLEASE] 


June Shoe Production 
Down Nine Per Cent 


WASHINGTON, D. C. — June produc- 
tion of shoes and slippers, amounting 
to 44.9 million pairs, was 9 per cent 
under May production, according to 
preliminary figures released by the 
Bureau of the Census. 

The decreased production in June 
marks the first substantial decline in 
monthly production during 1946. Since 
January, production has shown an up- 
ward trend monthly and reached an all- 
time high in May and April with 49 
million pairs produced. 

During June, decreases were shown 
in all classes of civilian footwear. 
Men’s footwear amounting to 10.6 mil- 
lion pairs showed a 9.4 per cent de- 
crease; youths’ and boys’, 1.9 million 
pairs, a 13.6 per cent decrease; wo- 
men’s, 23.2 million pairs, a 9 per cent 
decrease; misses’, 2.6 million pairs, a 
16.1 per cent decrease; children’s, 2.8 
million pairs, a 12.5 per cent decrease; 
infants’, 2.2 million pairs, a 12 per cent 
decrease; and babies’, 1.1 million pairs, 
an 8.3 per cent decrease, 

The production of footwear for the 
Government, amounting to approxi- 
mately 200,000 pairs, showed no change 
from May figures. 


Chicago Travelers 
Plan Outing 


CuHicaGco, Int.—The Shoe Travelers’ 
Association of Chicago plans an all- 
day outing, open to travelers and shoe 
retailers, to be held September 10 at 
the Arrowhead Golf Club, 30 miles west 
of this city on the Butterfield Road. 
There will be golf and door prizes, 
with no charge either for golf or vari- 
cus card games and softball arranged 
for non-golfers. A chicken dinner will 
be served at 6 P.M. Golfers will tee off 
at 10 A.M. 





California Store Sold 


GLENDALE, CALIF.—The Craft Shoe 
Store, at 114% East Broadway, Glen- 
dale, Calif., was sold recently by Robert 
J. Craft and Miriam J. Craft. to Isa- 
dore Rosen. 
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Demand Increasing for Dressy Blacks 


Sling Pumps and Strap Styles Equally Popular in Philadelphia with 
Stocks Inadequate—White Season, Just Ended, 
Saw Record Sales 


PHILADELPHIA, Pa. — Philadelphia 
shoe stores and shoe departments are 
finding the demand for dressy type 
black shoes on the increase. With the 
close of one of the busiest white shoe 
seasons in years, stores are trying to 
keep up with the requested supply of 
black suede, high heel styles. These, in 
sling pumps, as well as strap numbers, 
are wanted in calfskin by the buying 
public in almost equal proportion. The 
majority of black dress shoes have plat- 
form soles which are edged with brass 
nail head designs. 

In order to get the public mind away 
from black shoes for awhile until stocks 
are heavier, Gimbels is devoting an en- 
tire Chestnut street window to the dis- 
play of colored reptile shoes. High 
heel sling pumps, plain pumps with 
open toes, and strap styles make an at- 
tractive display in colors of red, green, 
blue, gray, and brown. 

According to Mr. Seltzer, buyer of 
shoes here, brown leads all other colors 
in sales of reptiles and alligator skin 
shoes. This shoe department has one 
of the largest display of reptile and 
novelty skin shoes in the city. There 
are separate large tables in this depart- 








SHOE SALES APPEAL 


30 ITEMS 





No. 100 SHOE STAND 


Eyecatching basic shoe display unit. 
Adjustable 7 inch top, 3% inch 
round stem, needle-type heel grip- 


pers. Heights 9, 12, 15 and 18 
inches. 
PRICE (all heights)... $5.50 


Gillman Plastic Fixtures 


in our own factory — 
503 N. 12th St., Dept. B, St: Louis 1, Mo. 








ment given to each display. There is 
one for lizard, alligator; snakeskin, 
frogskin, goatskin, etc. Samples of 
matching bags are displayed also. A 
large case of Dude Boots in fancy 
braided leather attracts much attention. 
Many of these are hand-made and come 
in color combinations such as black and 
white, black and red, and brown com- 
binations. These are sold for $34.95. 

Loafers, jesters, and other variations 
of the flat-heeled shoe, preferred by a 
great many of the campus crowd, are 
getting much window space in shoe 
stores all over the city at this time. The 
styles are so varied this year, that 
students getting their college wardrobe 
together are eager to indulge in sev- 
eral pairs so as to include the new 
casual shoes that can be worn on the 
campus, in class, and even in the even- 
ing. 


New England Production 
Showed Good Gain in 1945 


Boston, Mass. — Total production 
during 1945 in the New England Shoe 
industry, centered in Massachusetts, 
Maine and New Hampshire, amounted 
to 162,558,265 pairs, an increase of 6.7 
per cent for these states during 1945, 
according to the New England Shoe 
and Leather Association, based on re- 
ports of the U. S. Bureau of the Cen- 
sus. With the inclusion of the produc- 
tion of shoes in Connecticut of 3,023,- 
986 pairs, the total for these four states 
becomes 165,582,251 pairs. 

New England’s share of the total 
output in the industry thereby 
amounted to 34 per cent as compared 
with 33 in 1944. Women’s and men’s 
leather shoe production for New En- 
gland was 46 and 35.5 per cent, re- 
spectively, of the total U. S. output of 
women’s and men’s leather shoes. The 
percentage of women’s shoes would be 
higher, it was said, if non-rationed 
types were included, and of men’s if 
military footwear was included. 





Southern Stores Show Gains 


RICHMOND, Va.—Department store 
sales in the Fifth Federal Reserve Dis- 
trict in the week ending Aug. 10 were 
18 per cent above sales in the corre- 
sponding week of 1945 and were 4 per 
cent above sales in the preceding week, 
according to figures released by the re- 
search and statistical department of 
the Federal Reserve Bank of Rich- 
mond, Cumulative sales for the four 
weeks ending Aug. 10 were 10 per cent 
above sales for the corresponding pe- 
riod of last year, the figures showed. 





Say Market Transition 
Can Come Suddenly 


TORONTO, ONTARIO — The transition 
from a sellers’ to a buyers’ market can 


be treacherously easy. When the buy- 
ers’ market was at its very worst, most 
retailers were all too familiar with the 
unpleasantness of not having what ev- 
eryone seemed to be asking for while 
having more than plenty of the lines 
the customer didn’t seem to want. 

Unless signs are misleading, there 
are some shoe stores that may find 
themselves in that position, according 
to experts here. It’s still a sellers’ 
market, of course, they point out, but 
it has reached that stage where some 
of the symptoms of a buyers’ market 
occasionally appear—in particular that 
old “choosiness” on the part of the cus- 
tomer which is the root of all mark- 
downs. 

They warn that it will be easy to 
mistake the return of the buyers’ mar- 
ket for a passing touch of temperament 
on the part of the public. The time is 
coming, they believe, when the woman 
customer will really get temperamental 
—which is her normal condition—and 
when she does she’s apt to stay that 
way for quite a spell. 


Government Issues Leather 


Research Report 


WASHINGTON, D. C.— Chrome tan- 
ning of calfskin from the shoulder area 
of the hide produces the most satisfac- 
tory shoe leather for all climates, ac- 
cording to several American wartime 
research reports now on sale by the 
Office of Technical Services, Depart- 
ment of Commerce. 

The reports contain the results of 
studies aimed at the improvement of 
shoe leather for the armed forces. The 
studies were conducted in 1943-44 by 
researchers at the University of Cin- 
cinnati, under contract with the Office 
of Scientific Research and Development. 

The basic tannage method and the 
hide area from which the leather is cut 
have greater influence on the physical 
characteristics of leather than oil treat- 
ing of the finished shoe, according to 
the researchers. However, at cold tem- 
peratures, raw cod oil, used alone, or 
mixed with a low viscosity mineral oil. 
will preserve the flexibility of calfskin 
leather shoes. 


Newspaper Ads Show 


Cosed Toes 


MramI, FLA. — Newspaper advertis- 
ing frequently indicates style trends. 
On a recent Sunday (August 18), a 
check was made of shoe advertisements 
which revealed that three out of every 
four pictured shoes were closed toe 


types. 
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Dates to Remember 


Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago, 
ill. September 3, 4, 

Shoe Show, Michigan Shoe Travelers’ 
Club, Hotel Statler, Detroit, Mich 

September 8, 9, 10, 

Shoe Showing, Ohio Shoe Travelers 

Club, Hotel Statler, Cleveland, Ohio. 
September 15, 16, 

Advanced Spring Showing, Guild of Bet- 
ter Shoe Manufacturers, Members’ 
Showrooms, New York, N. Y. 

Week of September 16, 

Shoe Manufacturers’ Spring Opening, 
Hotel New Yorker, New York, N. Y. 

September 29, 30, October |, 2, 3, 

Shoe Show, New England Shoe & Leather 


Association, Hotel Statler, Boston, 
October 2!, 22, 23,, 24 
Convention, National Shoe Travelers 


Association, Morrison Hotel, Chicago. 
October 24, 25, 
National Shoe Fair, Palmer House and 
Morrison Hotel, Chicago, Ill. 
October 27, 28, 29, 30, 31, 
Northwestern National Shoe Travelers’ 
Association, St. Paul Hotel, St. Paul, 
Minn. November 2, 3, 4, 5, 
Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 
November 3, 4, 
Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Skirvin Hotel, 
Oklahoma City, Okla. 
November 3, 4, 5, 
Pennsylvania Shoe 


Spring Showing, 
William Penn 


Travelers Association, 
Hotel, Pittsburgh, Pa. 
November 9, 10, !1, 12, 
Shoe Show, lowa National Shoe Trav- 
elers' Association, Fort Des Moines 
Hotel, Des Moines, lowa. 
November !1!, 12, 13, 
Shoe Show, Southwestern Shoe Travelers’ 
Association and Texas-Southwest Shoe 
Retailers Association, Adolphus, South- 
land & Baker Hotels, Dallas, Texas. 
November !1, 12, 13, 14, 
Spring Showing, Mid-Western National 
Shoe Travelers, Paxton Hotel, Omaha, 
Neb. November 13, 14, 15, 
Spring Shoe Fair, Indiana Shoe Trav- 
elers' Association, Murat Temple, 
Indianapolis, Inc. November 17, 18, 
Annual Meeting, Tanners Council of 
America, Palmer House, Chicago, Ill. 
November 22, 23, 
West Coast Shoe Travelers Associates 
Shoe Show and Convention, Hotel 
Alexandria, Los Angeles. 
November 24, 25, 26, 27, 
33rd Annual Convention, Middle Atlan- 
tic Shoe Retailers Association, Ben- 
jamin Franklin Hotel, Philadelphia, 
Pa. January 19, 20, 21, 
Leather Show, Tanners Council of Amer- 
ica, Hotel Commodore. New York, 
N. Y. March I1, 12, 
National Shoe Fair, Hotels New Yorker, 
McAlpin. Commodore, Biltmore, New 
York, N. Y. April 27 to May |, 
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New Women’s Shoe Store 


ORANGE, TEXxAS—Lou’s Fine Foot- 


wear, a new women’s shoe store, 


has 


entered business in this city. This new 
shoe store is owned and operated by 


Mrs. Lou Smith. 
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16" HIGH-TOP OILED 
LEATHER BOOTS 


e-Greatest of all Outdoor Boots 

© For Hunter, Farmer, Dairyman, etc. 

© 16” high Black waterproof Leather Uppers 

© Heavy Duty Leather Soles & Heels 

© Leather Gussets 

© Double Felt insoles 

© Designed for wear over 2 pair sox 

® Minimum order 12 pair 

© Sizes 82 to 13. Proportionate size range. 

® Delivery about Sept. 15. Widths C, D, E, EE. 
Order now to assure shipment. 


$630 


plus incoming freight and re- 
packaging as allowed by OPA 


SIZES: 8/2 TO 13 





plus incoming freight and re- 
pockaging as allowed by OPA 




























SKI and 


CLIMBING BOOTS 
2 Models: Leather or Rubber Soles 


® Developed by U. S. Army 

© Heavy Army Retan Uppers 

© Grooved Heels to fit Ski Bindings. 
© Square Toes 

© Felt inner soles 

*Leather Gussets 

© Worn over 2 pair sox 

® Minimum order 12 pair 
#250. Leather 


Soles 
Sizes 6 te 12 


#249. Rubber 


ARNOFF SHOE COMPANY 








FLUORESCENT ? 


Sure I want G-E’s 
new 4500 white! 


And now it’s available in all the G-E Fluorescent lamp sizes. 


You will find that General Electric 4500 white means 
more than just the name for a new color! 


Coming between 3500 white and 6500 daylight, it 
brings better color discrimination, warmth—makes 
things Icok more natural for most people! 


Added to the regular white and daylight fluores- 
cent lamps, G-E 4500 white answers a growing 
demand for a fluorescent light with wider use- 
fulness, eye comfort. Here’s another product 

of G-E lamp research, always aimed at 
making G-E lamps Stay Brighter Longer ! 


G-E LAMPS 


GENERAL £2 ELECTRIC 
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Detroit Show Has 


Record Turnout | 


Derroir, Mico.—The monthly shoe 
showing, sponsored by the Michigan 
Shoe Travelers Club, at the Hotel Stat- 
ler, drew the biggest attendance on 
record for any August showing, accord- 
ing to S. S. Weiss, spokesman for the 
club. The large turnout was a direct 
reflection of the critical and uncertain 
situation in the shoe supply field at 
the moment. 

Actual sales and attendance were 
both higher than a month ago. Demand 
from merchants was strong—and at- 
tributed largely to the new OPA setup, 
which has encouraged them to restock 
and plan on immediate return to estab- 
lished merchandising practices. Pre- 
viously, there had been some drop in 
buying interest, despite the scarcity, 
because of the uncertainties of busi- 
ness and the consumer reaction with 
price policies unsettled. 

Demand was heaviest for calf leathers 
and for patents, but these were mostly 
not available, and retailers were tak- 
ing gabardines and suedes in quantity 
as substitutes. In fact, the Detroit 
showing indicated that merchants are 
ready to buy about anything shown, be- 
cause of the fear of running out of 
merchandise within the next couple of 
months. 

Supply situation in the men’s shoe 
field has deteriorated in this territory 
in recent weeks, with stocks getting 
searcer rather than better. Similar 
stock in supply is reported in misses’ 
and children’s lines, but some easing up 
in women’s shoes is reported, though 
only slight as yet. 

Reports from travelers indicate there 
should be a considerable improvement 
in the available supply by the time of 
the September showing, September 8-10, 
which will be a week later than usual 
because of the Labor Day holiday. 


Shoe Department to 
Take Whole Floor 


Houston, Tex.—The Fashion, now 
undergoing remodeling, will have the 
largest shoe’ department of any city 
in the South, according to Sidney Rovin, 
buyer for the department. There will 
be more than 10,000 square feet of 
space with one entire floor being util- 
ized by the women’s shoe department— 
the largest exclusive space in the 
South, he said. 

Business has been better than it was 
last year, Mr. Rovin said. The general 
trend he believes will bring a leveling 
off this Fall. Shoes for Fall are excep- 
tionally attractive, he reported with 
more high heel platforms and wedges 
and the new rocker soles. 

The Fashion is featuring black, blue, 
and brown suede, as well as calf. The 
store carries all high style shoes with 
price range to $50 per pair. 
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Doctors believe arthritic and rheumatic foot 
ailments could be reduced by wearing heavy, 


soles. 





says a doctor, 

leather.” Note again, it’s leather that’s approved. 
KISTLER SOLE LEATHER 
The Balanced Bark Tannage for Men's Shoes 

offers what that doctor, and others, want for a 


physical and mental build-up by way of the 
feet. Ease the feet and you ease the mind. 


good grade, leather soles. Note, it’s leather 
“My ideas on shoes for foot comfort” 


“are proper tanning of sole 


Knowing the responsibility you have in serving 
the public, why not profit by the advantage of 
our product to you and the customer. It “Makes 
Any Shoe a Better Shoe.” 








Announce Plans 
For Annual Dinner 


New York—“Business Speaks” is 
the theme of the annual dinner of the 
New York Board of Trade, to be held 
in. the Grand Ballroom of the Waldorf- 
Astoria on the evening of October 23. 

In the initial announcement of the 
dinner, Ralph E. Dorland, president of 
the board, stated: “Private American 
enterprise is on trial throughout the 
world. If it is worth preserving, it is 
worth fighting for. The New York 
Board of Trade is devoting its entire 
energies in support of enlightened pri- 
vate enterprise.” 


A special committee, under the chair- 
manship of H. L. Brooks, vice-president 


of the board and chairman of the 
executive committee, has been named 
to conduct the affair. 


Northwest Specialty Shop 
Plans Expansion 


SEATTLE, WASH.—Best’s, women’s 
specialty shop at Westlake & Pine, 
whose Harry Perkins’ shoe salon is one 
of the main features, is completing a 
vast improvement program that in- 
cludes a new merchandising floor that 
will greatly expand facilities. 








gets HARD-TO-FIND SALES BOOSTERS FOR YOUR FALL & HOLIDAY PROMOTIONS 


Genuine Leather Slippers 


* Smooth Capeskin upper 
_* Plaid lining 
* Fibre counter 
* Elastic goring for snug fit 


* Oak leather sole 
* Brown or Red 
* Sizes: 5 to 12 

* Style No. 5400 























CHILDREN'S LEATHER FAUST 
$1] -70 per pair 


MEN'S 
OPERA 
SLIPPER 


* Alligator Grain Leather 
Genuine Oak Leather Sole ] 


salesmakers in ‘men’s, women’s an 


Excellent workmanship 
Reinforced heel seat 
Firm body and counter ! 


° #410-$3.00 per Pair | 


Packed in 36 pr. cartons 


Minimum order 18 pair of color 
Terms: Net 10 days, 


2 OE TNO SRL SUMNER ST 


You can rely on Allied Footwear 
for excellent values and profitable | 


children’s slippers. Place orders ° 
now for Sept.-October delivery. : an cae 







“LOAF-EZE" 
MOCCASIN 


Genuine smooth Capeskin leather 
Fashioned with pleated vamp 


d 


Full platform 

i Leather sole 
Blue and red, Black and red, all 
brown 


Genuine '/2 sizes: 4 to 9 
#550—-$9.90 per pair 


LADIES’ | 











ALLIED FOOTWEAR CO. 154 Duane St.—New York 13, N. Y 





a 








Committee of 8 to Run Boston Shoe Show 





Boston.—The New England Shoe and Leather Association has made known plans 
for a shoe show to be held at the Hotel Statler here, October 21 through Octo- 
ber 24. The committee members are, front row, left to right: Stuart H. Armstrong, 
Wiley-Bickford-Sweet Corp., Worcester, Mass.; A. W. Berkowitz, Bourque Shoe 
Company, Raymond, N. H.; T. Kenyon Holly, chairman, Holly Shoe Company, Littie- 
ton, N. H. Rear row, left to right: Jack Sandler, A. Sandler Company, Boston; 
Benjamin Stone, Stone-Tarlow Co., Inc., Brockton, Mass.; Samuel Slosberg, Green 
Shoe Mfg. Co., Boston; James J. Molloy, Saivage-Molloy Shoe Co., Manchester, 
N. H.; Maxwell Field, secretary of the committee and executive vice-president of 
the New England Shoe and Leather Association. 
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Stocking Party Held 
For Ballerina 


New York—Members of the trade 
press were entertained recently at 
lunch by the makers of Hanes Hosiery. 
Miss Grace Marie Jones and James B. 
Maver of the company were hosts for 
the occasion. 

The luncheon was planned to ‘give 
fashion writers on business papers in 
the fields of hosiery, accessories and 
shoes the opportunity to meet Irina 
Baronova, a prima ballerina of the 
original Ballet Russe. 

Miss Baronova, who appeared re- 
cently in “Follow the Girls” and 
“Ballet Russe Highlights,” has been 
engaged to act and dance the leading 
part in “A Bullet in the Ballet,” open- 
ing shortly in London. Miss Baronova 
has flown there taking with her a 
year’s supply of the firm’s hosiery. 


Move Shoe Department 
Of Mid-West Store 


INDIANAPOLIS, IND.—The Shoe Shop 
of L. Strauss & Co., Inc., the Man’s 
Store, has been moved from its tempo- 
rary quarters on the sixth floor to its 
permanent home on the first floor mez- 
zanine lounge. 
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Molster Heads OPA 
Leather Price Branch 


WASHINGTON, D. C.—William A. | 


Molster has been named to succeed Rus- 
sell A. Walkey, who has resigned as 
Price Executive of the Leather, Fur 
and Fiber Price Branch, Office of Price 
Administration. 





WM. A. MOLSTER 


Mr. Walkey resigned, effective Au- 
gust 20, to join the Gold Seal Shoe 
Company, Boston, in an executive ca- 
pacity. He assumes his new duties 
September 3, but will continue to serve 
the agency in an advisory capacity as 
an official industry consultant. During 
his tenure of office, Mr. Walkey han- 
dled some of the most critical pricing 
problems affecting hide, leather and 
shoes. Before assuming duties with 
OPA he was affiliated with the H. C. 
Godman Company, Columbus, Ohio. 

Mr. Molster, who succeeds Mr. Wal- 
key, has been acting as Special Assist- 
ant to the Director of the Consumer 
Goods Price Division of OPA. He was 
previously known to the shoe industry 
as Director of the Miscellaneous Prod- 


ucts Rationing Branch, in which ca- | 
pacity he was in charge of shoe ra- ~° 


tioning. 


Clearance Sales Show 
Good Response 


Houston, Tex.—Final clearance 
sales at Krupp & Tuffly, Inc., have had 
fairly good response, according to J. M. 
Murphy, advertising manager. He re- 
ported a lack of interest in lower priced 
fabric play shoes for women, but good 
response to offerings of women’s house 
slippers, particularly slides which have 
been unusually good at clearance 
prices. 

The store opened back-to-school pro- 
motions last month with all window 
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48 WARREN STREET 





W. are back in full production and 
can again offer you CLEENRITE sponges 


in these gay, attractive colors: 


Cora, Green, Rep, Brive, Gray 





Packed one gross of assorted colors to a 


carton. (Minimum order 1 gross.) 


$13.00 per gross F.O.B. New York City 


SELLEN PRODUCTS COMPANY 


Associate Company of Bow Mart, Inc. 


NEW YORK 7, N. Y. 








displays, and newspaper advertising 
was devoted to this theme. 

Early arrivals for Fall in women’s 
black suede shoes are meeting with 
good response and latent leather is still 
in great demand, Mr. Murphy reported. 


Named Head of 
Retail Shoe Group 


PITTSBURGH, Pa.—John N. Feth has 
been appointed president of the W. J. 
Crowley Company chain of retail shoe 
stores here. He fills the vacancy cre- 
ated by the recent death of R. G. Tay- 





lor. Mr. Feth has been with the W. J. 
Crowley Company for forty years and 
was manager of the main store, on 
Forbes street, until his promotion to 
the presidency. 


Store Reopens After Closing 
Due to Stock Shortage 


West Enpicott, N. Y.—The Colling- 
wood Shoe Company has resumed 
operations after having been closed for 
eight days because of the leather short- 
age. 
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Woventex 


FOOT-PROTECTORS 


MOOTH, snug-fitting regular 
or backless styles of fine, soft 
cotton, with elastic tops. Individ- 
ually wrapped in sales-stimulating 
envelopes. Color: Beige. In Wo- 
men's & Misses’ sizes 81/2 to 10!/. 





Packed one dozen of a size to the 
box . . . Prompt delivery. 

Style 5568—Regular 

Style 5569—Backless | 22> Dozen 


Style 5575—Regular 


Fine Tricot Rayon . . . $2.85 Dozen 
(Net 30 days) 


FRIEDMAN cosy cone 


319 Fifth Avenue, Hem York City 16 











Army Orthopedic Clinic 
Delivers Shoes 


Boston, Mass.—The Orthopeaic Clin- 
ic of the Boston Quartermaster Corps, 
with headquarters at the local Army 
Base, announces the delivery during 
July of 318 pairs of special measure 
and orthopedic shoes to men and 
women who suffered foot injuries while 
in service. 

Of this total, 230 pairs were made by 
the Field & Flint Co.; 43 pairs by the 
George E. Keith Co.; 24 by the Shelby 
Shoe Co.; and 21 by the Conrad Shoe 
Co. Special measurement and ortho- 
pedic lasts over which these shoes were 
made were delivered to the clinic by 
the United Last Company and Arnold 
Brothers. - 


Many Ex-GI’s Learn Shoe 
Business in Nebraska 


LINCOLN, NEB.—Training of ex-ser- 
vicemen as shoe store managers and 
shoe salesmen has reached such sizeable 
proportions in Nebraska under the on- 
the-job provision of the G. I. Bill of 
Rights, that the Veterans Service Co- 
ordinating Committee of Nebraska be- 
lieves the state has more ex-G. I.’s per 
capita learning the shoe business than 
any other state. Firms which have 
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been approved to offer such training 
recently include: 

Pat’s Booterie, Broken Bow, one shoe 
salesman; Scott’s Shoe Store, 243 Main 
Street, Chadron, one manager; Pat’s 
Booterie, Lexington, one salesman; 
Pat’s Booterie, McCook, three sales- 
men; Pat’s Booterie, North Platte, two 
salesmen; Buck’s Booterie, 4822 South 
24th Street, Omaha, one salesman; 
Rogers Shoe Co., 632 Lincoln Avenue, 
York, two store managers; Brown- 
McDonald Co., Broken Bow, salesman; 
G. R. Kinney Co., 540 North Main 
Street, Fremont, assistant manager and 
salesman; Wilson Shoe Store, Fremont, 
two salesmen, two stockmen; Magee 
Clothing Co., 12th and “O” Streets, 
Lincoln, three shoe salesmen; Dehner 
Co., Inc., 2059 Farnam Street, Omaha, 
four bootmakers, one salesman, one 
plant superintendent; Health Spot Shoe 
Store, 1622 Harney Street, Omaha, two 
salesmen; G. R. Kinney Co., 103 South 
16th Street, Omaha, three salesmen; 
Kirkendall Boot Co., 1101 Harney 
Street, Omaha, two boot and shoe cut- 
ters; Dr. Scholl’s Foot Comfort Shop, 
Omaha, two shoe fitters. 


To Buy for Meier & Frank 


New York—Harry L. Schaenman, 
formerly associated with R. H. Macy 
& Co., here, has been appointed buyer 
for shoes in the New York office of 
Meier & Frank, Portland, Ore. Mr. 
Schaenman will buy all types of shoes 
for the firm, as well as other mer- 
chandise. 


H. L. SCHAENMAN 


A member of the Promotional Squad 
at Macy’s, Mr. Schaenman at various 
times held the position of assistant 
buyer of toys and of candy. At one 
time he was merchandising and service 
manager of the housewares department. 


Three New Colors 
For Fall Hosiery 


New Yorxk.—Three highly individual 
colors, presented in 30 denier nylon, are 
featured in the Confidential Advance 
Hosiery Card for Fall, 1946, just issued 
by the Textile Color Card Association 


givEAWAYS? 


The SHOE Retailer's 
Sure-Fire Goodwill Builder 


and n° 


39-45 W. 19th St, New York 11, N.Y. 


SUPPLYING ADVERTISING 
NOVELTIES SINCE 1902 








to its members. The new tones, as an- 
nounced by Margaret Hayden Rorke, 
managing director, are Skydawn, a flat- 
tering blush-tinted beige. Sunlure, a 
spirited golden tan, and Brown Mist, a 
hazy brownish version, the latter being 
especially appropriate for 20 denier 
nylon. Although portrayed in nylon, all 
of the colors are equally adaptable to 
rayon hosiery. 

Each color, Mrs. Rorke explained, has 
been most carefully selected to harmon- 
ize or contrast smartly with leading 
style colors in costumes and shoes for 
Autumn and Winter. 


Shoe Stores Join in 
Community Enterprise 


SPOKANE, WASH.—A group of lead- 
ing shoe stores and salons have joined 
with a coterie of other business houses 
of the city to afford a large blood bank 
for the peace needs of the community, 
such as traffic accidents and other dis- 
asters that may visit citizens of the In- 
land Empire, as this section of Eastern 
Washington and contiguous Idaho is 
known. 

Among the principal shoe stores 
helping to put over the Spokane Com- 
munity Blood Bank, are the Fashion 
Bootery, Feltman & Curme, Hill’s Shoe 
Store, Leed’s, the Orthopedic Shoe 
Store, the Palace Store, Tull & Gibbs, 
Warn and Warn, and The Crescent. 
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Uniform Mark-Up . 
On Surplus Shoes 


WASHINGTON, D. C.—Uniform maxi- 
mum mark-ups already applicable to 
resales of new footwear in the general 
civilian trade have been made applic- 
able to all new footwear declared sur- 
plus by the Government, except rubber 
or canvas rubber footwear of vulcan- 
ized construction, the Office of Price 
Administration has announced. 

The mark-ups, effective August 19, 
1946, which will apply to new footwear 
made wholly or partially of canvas, 
felt and similar materials as well as 
all new leather footwear, will not in- 
crease prices for those types of Govern- 
ment surplus footwear previously pro- 
vided with dollar-and-cent resale ceil- 
ings. 

The action is taken to provide uni- 
form mark-ups for all resales of this 
footwear and obviate the necessity of 
future individual approvals of resale 
ceilings for different types of footwear 
becoming surplus. 

The new mark-ups follow: 

For resales by a wholesaler to a re- 
tailer—25 per cent. 

(In the case of resales by one 
wholesaler to another, the 25 per cent 
mark-up may be divided in such pro- 
portion as is agreed upon between 
the parties to the transaction). 

For resales by a retailer who purchases 
directly from a Government disposal 
agency—66-2/3 per cent. 

For resales by a retailer who purchases 
from a wholesaler—66-2/3 per cent 
or 100 per cent of the Government’s 
selling price to a wholesaler, which- 
ever is higher. 





Lytton’s Sales Up 
62 Per Cent in June 


Cuicaco—Sales of Lytton’s, Henry 
C. Lytton & Company, and subsidiaries, 
including its licensed departments, for 
the month of June, 1946, amounted to 
$1,994,809, as compared with $1,229,628 
for the month of June, 1945, an in- 
crease of $765,181, or 62 per cent, ac- 
cording to an announcement today by 
Willard W. Cole, executive vice-presi- 
dent and general manager. 

Sales of Lytton’s, subsidiaries and 
licensed departments, reflected in to- 
day’s statement, included those from 
the State Street store in Chicago, stores 
in Evanston and Oak Park, Illinois; 
and Gary, Indiana; licensed depart- 
ments in stores in six other Illinois 
cities; and sales of Young-Quinlan 
Company of Minneapolis. 

Sales of Lytton’s, subsidiaries and 
licensed departments, reported for the 
first five months of the fiscal year, 
February through June, totaled $10,- 
232,355, which compares with $6,325,- 
947 for the corresponding five months 
of 1945, an increase of 62 per.cent, Mr. 
Cole reported. 
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WHOLESALE 
280! UNION CENTRAL BLOG. 


> UNLINED LEATHER UPPERS 


Boots certain to please hunters, hikers, and other sportsmen, but their 
sturdy construction and superior quality will provide comfortable footwear 
—with twice the life of an ordinary work shoe—for farmers, dairymen, 
‘ miners and all outdoor workmen. Made of best obtainable side leath 

¥ (grain side in and rough side out), which remains soft and pliable after x 
e soles; full rubber heels. Leather counters 9) 
i —full grain inner soles and heavy welts. Here is a rugged high shoe os 
which effectively resists soil acids and moisture. eh 


TERMS : wri; other plonce sand check with order. 


B.M. DAVIS & ASSOCIATES 










WIDTHS — 
ATOEE © 


$960 
PAIR 
Minimum order 120 poirs a 
#9 
¥. 
ae 
















iISTRIBUTORS 
CINCINNAT! 2. OW 








Some Shoe Stocks Down 
One-Half in Michigan 

GRAND Rapips, MicuH. — The shoe 
“pinch” that has been on for so long 
in Grand Rapids is becoming increas- 
ingly worse. A survey of local shoe 
stores reveals that all have undergone 
radical cuts in leather shoe supplies 
and some dealers report stocks down as 
much as one-half. Men’s shoes seem at 
a lower ebb than women’s. 

Many dealers express the opinion 
that shoes are harder to get now than 
during wartime. 

“The strict allotment which shoes 
were under during the war has not 
eased at all,” commented one dealer. To 
try and help conditions, one store is 
curtailing working hours, others are 
selling shoes on a “first come, first 
served,” basis. 

V. W. Krause, president of the Wol- 
verine Shoe & Tanning Corporation, 
Rockford, Mich., stated that the pres- 
ent situation is not the fault of tanners 


cr shoe manufacturers. “The tanners 





cannot be blamed because they are 
forced to pay higher prices to meat 
packers to obtain hides. Nor are pack- 
ers at fault because government list- 
ings allow them only 3 per cent of the 
animal as representing the price of the 
hide, whereas before the war, thé price 
cf the hide represented 5 per “ent of 
the animal. Packers have had to raise 
prices to protect themselves,” he. said. 


Brown Co. Officer Promoted 


BERLIN, N. H.—The Brown Co., 
whose products include shoe innersoles, 
has announced the promotion of Went- 
worth Brown, production manager of 
the company’s plants in Berlin since 
1942 (and vice president of the Brown 
Co.) to the position of vice president in 
charge of manufacturing. Mr. Brown 
has been connected with the Brown Co. 
since 1929 and before coming to Berlin 
was mill manager of the company’s La 
Tuque Mill. 
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Scott's Exclusive Patent All-H 


RUBBER BRUSHES 


Now available either in purse size or with the . M OR 
new, plastic handles. . 





suede, rough leather, gabardine or fabric shoes 
like new. Millions are in use. 


There is no other item on the market that 
will do the work of the Scott Rubber Brush. 
Write for Cataleg 
Com- 


Showing Scott's 
plete ‘'Profit’* 







Line SOLD EXCLUSIVELY 
THROUGH SHOE STORES 
SHOE DEPARTMENTS 
NO FOOT SPECIALISTS 














FOOT APPLIANCE 


OMAHA NEBRASKA 







The exclusive patent rubber bristles clean MOR 


Write Dept. 6L-9 for illustrated 
bulletin on Shoe and Slipper Felts. 
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The "Store of Tomorrow for Men" is the description given this new men's store, 
operated by Green's Shoes, at 166-15 Jamaica Avenue, Queens. Decorated in 
green and rose, the store is of the semi-salon type. A photo mural of the New York 
skyline is at left foreground. The accessory counter is at right. The store is one of 
twe eperated by Louis Green and his two sons. Dan and Herb. 


New York—Green’s Shoes has opened Queens. Another Green’s store, cater- 


a second store, featuring men’s foot- ing to family trade, has been at 164th 
wear, at 166-15 Jamaica Avenue, Street, Queens, for 10 years. 


% 


The stores are operated by Louis 
Green and his two sons, Dan and Herb, 
both of whom saw service in the Armed 
Forces, Dan in the Pacific Theater and 
Herb in Europe. The 164th Street store 
is managed by Dan, and Herb is at the 
new store. Louis Green divides his 
time between both places. 

The new establishment is of the 
semi-salon type, decorated in green and 
rose with weld wood panelling and a 
rose taupe carpet. 

Called the “Store of Tomorrow for 
Men,” one wall features a large photo 
mural of the New York skyline. Dan 
explained that over-all design was di- 
rected toward a modern store “without 
going off the deep end architecturally.” 

The store is air conditioned and has 
stock capacity of 6,000 pairs. Three 
well known national brands for men 
are featured. 


Chain Buys Buffalo Store 


BuFFALO, N. Y. — Michael’s Boot 
Shoppe, 1406 Hertel Avenue, has been 
purchased by the Schiff Company. The 
store will be under the supervision of 
Meyer After, head of the company’s 
Rochester district. 

The store’s name and operating poli- 
cies will be retained and Charles Man- 
tey who has been the manager for 
twenty years will continue in that 
position. 
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4609 W. HURON ST. 


GITS 
Unbreakable 
Plastic 


DE LUXE 


Work of art! Useful! 
Attractively Merchandised! — 
Easy— Quick Sales. | 
Full Profit. | 

. nga replica of early steers 


@ Permanent, lustrous colors. 

@ Unbreakable plastic. 

@ Polished surfaces and edges. 

@ Pleasant to touch. 

@ Retcils at 25c each (full profit). | 
An exceptional retail value witha ready market 


Aid te 


Manufacturers of the fomous Gits Flashlights, Knives, 
Savings Banks, Gomes, Protect-o-shields, Etc. 





CHICAGO 44, ILL. 


‘SANADIAN DISTRIBUTOR: Kohn, Bald & Loddon, Lid., 69 York St. Toront® 








About Shon People 





James L. Boylan will represent the 
United States Rubber Company in and 
around Allegheny County, Pa. The 
move returns the company to its pre- 
war territory division. Mr. Boylan has 
been with U. S. Rubber for 18 years, 
and spent. the past three years in the 
Army. 

~ * 7 

G. T. Harrison, formerly manager of 
the A. S. Beck Store in Pittsburgh, has 
been transferred to a Chicago store. 
W. A. Slade, formerly with Regal in 
Philadelphia, is the A. S. Beck Pitts- 
burgh manager. 

>. = > 


Donald Little, one of the last of the 
27 members of Little’s staff in service, 
has been discharged from the Army Air 
Corps and is back at Little’s, Pitts- 
burgh. 

* 7 * 

A. V. Goodpasture, proprietor of the 
Shoe and Harness Shop, Paul’s Valley, 
Okla., has sold his business to Lowell 
A. Burgess. It will be managed by Mr. 
Burgess’s son, Francis Burgess, a re- 
cently discharged veteran. 


O. M. Brewster is marking his 25th 
year in the same territory as a sales- 
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man for Weyenberg Shoe Manufactur- 
ing Company. He began August 1, 
1921, covering Oregon, part of Wash- 
ington and Idaho and has. served the 
ar&j continuously since that date. 
> * ~ 
John Rivers, who has been employed 
at the Virtue store in Dodge City, 
Kans., has opened a shoe store at 404 
Broadway, Larned, Kans. Mr. Rivers 
says he will carry a complete line of 
men’s, women’s and children’s shoes. 
> * > 
Jack Bufkin has been named manager 
of the new Treadeasy Shoe Shop which 
has been opened at 404 Milam Street, 
Shreveport, La. The store will handle 
men’s, women’s, and children’s foot- 
wear. he 


Ruth Ziman of Scranton, Pa., has 
opened a leather goods shop at 31 West 
Market Street, Wilkes-Barre, Pa. 

* + * 

William Bogan of Wilkes-Barre, Pa., 
has been appointed shoe buyer at the 
Scranton Dry Goods Company, Scran- 
ton, Pa. Before serving in the Army, 
Mr. Bogan managed stores for the Tri- 
angle Shoe Company in Olyphant and 
Scranton and operated a family shoe 
store in Nanticoke, Pa. 















Women's 24-8 or 34-9 $3.00 


Boy's 1-5% 2.95 
Youth's 11-13% 2.90 
Packed in 36 pair case lots only. 
MAMEDIATE DELIVERY Terms : Net 30 days. 


. Please! ... No sample requests. 


SHLEY Shoe Corporation 


47 WEST 34th ST.,NEW YORK 1,N.Y. 





Prior to his discharge from the 
United States Navy with the rank of 
Lieutenant Commander and the re- 
sumption of his duties as managing di- 
rector of the. Antioch Shoe Project, 
Ine., Portsmouth, Ohio, John Lloyd 
Snook was given a citation “for~out- 
standing performance of duty from Au- 
gust, 1944 to December, 1945.” The 
commendation came from Vice Admiral 
E. L. Cochrane, chief of the Bureau of 
Ships in which Lt. Commander Snook 
served in various important capacities. 


* * > 


Jackson’s Shoe store opened in Se- 
wickley, Pennsylvania, this month. 
Manager Albert D. Coccaro was trans- 
ferred from the New Kensington Store. 
Margaret Riddle and Andrew Boshetto 
are other staff members. The new 
store is completely modern, with colored 
glass front and fluorescent lighting. 
This brings the Jackson’s Shoe Stores 
up to seven, with headquarters in Ali- 
quippa, Penna. 

7 * > 


Henry Kaufman is now manager of 
Cross and Cross, in Pittsburgh. Mr. 
Kaufman worked in the Company’s 
Cleveland store before entering the 
Army. Phil B. Sullivan, formerly 


Pittsburgh manager, has resigned to 
start his own business, building pre- 
fabricated houses. 
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CHILDREN'S SLIPPERS 











Children’s Felt Slippers 


Hilows with real heavy 
platforms and matching 
collars 






In Stock 


Sizes 3 to 6—85¢ 
Sizes 7 to 9—0¢ 


Net 10 days 
F.0.B. New York 


Blue and Red. 3% pair of a color to case 
Same as above—Zipper Style—5¢ extra 


POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 














WOMEN S SLIPPERS 


i 








A Real Buy! In Stock 
SILK EMBROIDERED BOOTEE 
Rabbit Fur Trimmed California Process 
Leather Soles Wedge Heels 






Sizes 4-9 
Pink, Royal Blue, 
Red, White 


34 prs. of color to case 
See Us at Detroit & Cleveland Shows 


POLONER SHOE CO. 
156 Duane Street _ New York 13, N. Y. 
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CHILDREN'S SHOES 








Pre-Christmas Special 
QUILTED BENGALINE SLIPPERS 
Soft Padded Soles 


Stock Up Now! 
36 pr. cases 





75¢ 


Net 10 days 
F.0.8. N. Y. 


Baby Blue, Pink, 
Red. Sizes 3-8 


See us at the Detroit and Cleveland Shows! 
POLONER SHOE CO. 


156 Duane St. Ba. 7-1398 Wew York 13 








Buy Savings Bonds 




















Obituaries 





H. O. Rondeau 


Boston, Mass.—Henry O. Rondeau, 


president and treasurer of the H. O. 
Rondeau Shoe Co., of Farmington, N. 
H., president since January, 1945, of 
the New England Shoe and Leather 
Association, and a member of the 
board of directors of the National Shoe 





H. O. RONDEAU 


Manufacturers Association, died sud- 
denly at his summer home in Alton 
Bay, N. H., on August 18, at the age 
of 49. For two years—1943 and 1944 
—he had served also as chief of the 
women’s shoe unit of the War Produc- 
tion Board and more recently had 
played a prominent part in discussions 
with Government officials who had 
been working on the problems created 
by the hide shortage. 

Mr. Rondeau was born in Lynn, 
Mass., in 1897, in the schools of whjch 
city he received his early education. 
During the first world war he served 
with the infantry and entered the shoe 
business on his return to this country 
and his discharge from the army. He 
established his own business several 
years later. 

His rise in the shoe business was 
rapid and necessitated expansion after 
expansion until, in 1946, it was esti- 
mated that the company which he had 
so successfully guided had reached a 
productive capacity of 10,000 pairs 
daily. 

Giving of his time freely to organ- 
ization work, Mr. Rondeau was always 
in the forefront of any movement for 
the good of the industry as a whole. 
Early in 1945, soon after his election to 
the NESLA presidency, he became one 
of the leading exponents of the plan 
to so change distributive methods as to 
level off the trade’s traditional peaks 
and valleys and thus create a more 
uniform prosperity for retailer, whole- 
saler and manufacturer. 

Mr. Rondeau is survived by his 
widow, Mrs. Ella Rondeau; a son, 
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EVENING SLIPPERS 
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HOSTESS—EVENING SLIPPERS 


Tinsel Braid — Chrome Leather Sole 
Elastic Sling 
Back 
Immediate 
Delivery 


$3.08 


Net 10 da 
F.O.B. NY. ‘i 
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Colors. Gold, Silver, 
Red and Gold, 
Black and Silver 
Minimum Order !8 prs. of a color 
State Second Color Choice 
Sizes. 4-9, Full Sizes Only 
edium Width 


J. & S. SHOE CO., INC. 


26-42 Jackson Ave., Long Island City |, N. Y. 
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“GLAMORIZERS” 


by 
ACE. 
Bows 



















Ne. 
2151 






Plastic Patent. Genuine Black, Navy, Bed, Army 
Russet, Town Brown Calf. Bisck, Brown, Navy, 
White Suede. Studded with Gold Nailheads. 


$9.00 per dozen. Terms: 2% 10 days 


immediate Delivery. Ail Bows with Clips. 
Samples of other styles on request. 


ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 

















Henry; a daughter, Joan Rondeau; his 
mother, Mrs. Aura Rondeau; two sis- 
ters, Mrs. John Laughlin of Lynn, and 
Mrs. Stella Serby of Dallas, Texas; and 
a brother, Louis Rondeau of Los An- 
geles. 

Officers and directors of the New 
England Shoe and Leather Association 
were honorary bearers at funeral ser- 
vices from St. Aidan’s Church, Pleasant 
Street, Brookline, on August 20. Burial 
was in Hollywood cemetery, Brookline. 


Boot and Shoe Recorder 














— “0 


Pm Aaa es 


—_—ie. oe SS oo 


Joseph Daoust 


MONTREAL, Que. — Joseph Daoust, 
prominent industrialist and president 
and general manager of Daoust-Lalonde 
& Compagnie, Ltd., died at his home, 
last month after a brief illness. 

Despite his age, Mr. Daoust had been 
active as president and general man- 
ager of the shoe firm he helped organize 
in 1891 until his death. He had held 
that position since the foundation of 
the tanning and shoe manufacturing 
company. 

Born at St. Eustache February 23, 
1865, he was educated at the St. Jacques 
School and the Ste. Marie Academie 
in Montreal, later entering the Univer- 
sity of Ottawa which, in 1924, conferred 
upon him the honorary degree of Doctor 
of Laws. 

In 1891 he founded, with C. Lalonde, 
a shoe business and in 1899 he and his 
associates founded the Acton Leather 
& Shoe Co., Ltd., which was transferred 
to Montreal four years later and be- 
came Daoust-Lalonde, & Compagnie. 

In 1905 his three associates sold their 
interests to Mr. Daoust. Three years 
later the firm moved to Victoria Square 
where it still has its headquarters. Mr. 
Daoust’s achievements in the industrial 
and economic fields were numerous. In 
1901 he was chosen president of the 
Wholesale Rubber Shoe Association of 
Canada. In 1921 he was president of 
the Association of Shoe Manufacturers 
of Canada, and three years later he 
was selected president of the Chambre 
de Commerce de Montreal. In the same 
year he became consul for the Republic 


‘The Spotlights Ou 


e PATENTED ONE PIECI 
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CUDDLERS 


TRADE MARK 

These comfy colorful 

CUDDLERS are cute 

as a bunny—and 
multiply vour 


sales yust as 


rapidly : 


LPPERS eliniinate 


$89,551) 


, : 
Bunny's head integral part of upper 


not just stitched on 


of Haiti. 
He was one of the members of the 
first tariff commission in 1926, and the . 


® Finest quality electrified shearling 


NYLON Stitching throughout 


soles—lamb’s wool insoles 


following year he was government dele- 
gate to the League of Nations at 
Geneva, representing Canada on the 
International Economic Commission. 

He was a member of the Chambre de 
Commerce, The Montreal Board of 
Trade, the Canadian Club, the Reform 
Club, and the Laval-sur-le-Lac Golf 
Club. 

Besides his widow, he is survived by 
three sons, Louis, former administrator 
of the shoe manufacturing industry for 
the Wartime Prices and Trade Board; 
Armand and Maurice and one daughter, 
Mrs. Armand DesRosiers. 


Sallie R. Rich 


WASHINGTON, D. C.— Funeral ser- 
vices were held here last month for 
Mrs. Sallie R. Rich, 85, vice-president 
of Rich’s Shoe Store. She died in 
Uniontown, Pa., where she was spend- 
ing the summer. 

Mrs. Rich was the widow of Max M. 
Rich, founder of the store. Born and 
educated here, she was a member of 
the Washington Hebrew Congregation. 
During the war she was credited with 
over 1,000 hours of volunteer work for 
the Red Cross. 

Mrs. Rich is survived by five chil- 
dren: Edwin L. Rich, Schenectady, 
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© Genuine leather 


e THE bunny slipper that assures SHOE SIZE FI 


® Attractive individual gift boxes 


CUDDLERS COLORS: Natural, Reyal Blue, Red, Pink. Wine 


Baby Blue 
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NEWSPAPER MATS FURNISHED 


"i quality product originated by 


NATIONAL SLIPPER CORP. 


1416 WEST 26th 


N. Y.; Melvin S. Rich, Herbert J. Rich, 
Mrs. Ernestine Hirshfeld and. Mrs. 
Fannie E. Rosenthal, all of Washington. 
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Roy W. Fraser 4 
Concorp, N. H.— Funeral ices 


were held.Jast month for Roy W. 
Fraser, . 62,- ‘well -known ‘show “dealer, 
clubman and sports enthusiast, who 
died of a heart attack in his store on 
North Main Street. 

A native and lifelong” resident of 
Concord, Mr. Fraser had been a mem- 


STREET , 


NEW VORR FT. N.Y. 


ber of the retail shoe concern of Tonmin 
& Fraser for 25 years. He was a mem- 
ber of the Wonalancet Club, Passacon- 
way Club and Beaver Meadow Golf 
Club. For many years he was a direc- 
tor of the Sunset Baseball League, in 
which, as a youth, he was a star player. 

Survivors include his widow, Mary 
E. (Callahan). Fraser; a son, John E. 
Fraser; two brothers, William Fraser 
of Concord and Herbert Fraser of 
Newton, Mass., and a sister, Mrs. Lura 
Pearson of Webster. 

[TURN TO PAGE 110, PLEASE] 
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Kaplan's 
ARCH - MASTE 


(Reg. U.S. Pat. Of.) 





GUARANTEES FOOT COMFORT! 
No Guess-Work © Simple To Operate 


Scientific footease for your 
customers while they waif. 
Get exclusive lease for this 
patented machine in your 
area ... and lead in shoe 
comfort. Write 


Kaplan's “ARCH - MASTER” 


ARCADE 13, 1311 Walnut St., Phila. 7, Pa. 
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FINE GRADE ies 
GIRLS’ TAN COWHIDE CASUAL 


Genuine Goodyear Welt 
No-mark Soles | 


$3.65 


Packed 18 prs. 
he eee 





Write for folder 
Stadium Boots and Slippers 


CONJOR SHOE CO. 


287 Broodway New York 17, N. Y. 








FOOT SOCKS 








“LYCO” seamless sole, clastic top, snug 
fitting heel, one shade only. 
“Celanese” Rayon 


play Counter 

es...sizes 8% to 11. 
LYONS & COMPANY 

120 Ducne St., New York 7, N. Y. 

Quality Shoe Store Supplies for 46 Years 














Buffalo Group Holds Outing 


WILLIAMSVILLE, N. Y.—Members of 
the Buffalo Shoe Retailers’ Association 
and affiliated shoe salesmen held their 
annual outing August 21 at George 
Lamb Post, American Legion, 

Joseph Kirchoff was general chair- 
man, assisted by Oliver LaRue, Her- 
man Meyer and Benjamin Etkin. 





Handicapped Aid Selves 
Repairing Shoes 

New YorK—One of the very few 
places in New York City where a man 
can take a course in the shoe repair 
trade is Goodwill Industries of New 
York, Inc., which conducts a rehabilta- 
tion program for veterans and civilians 
in its workshops at 123 East 124th 
Street, Manhattan. Here, in a shop 
equipped with up-to-date machines, 
thousands of worn shoes, donated by 
city housewives, are expertly recondi- 
tioned to give good wear for people 
who live on small budgets or for the 
overseas needy. When the trainees have 
finished the course they are ready 
either to obtain employment in a shop 
or to open one of their own. 

The Goodwill shoe repair department 
is equipped to train ten men at one 
time. At present one of these is a 
former truck driver who lost both legs 
in a collision. While learning to resole 
shoes, he was also learning to balance 
himself on his artificial legs. Another 
man, in a fall from a ladder, received 
a spinal injury which made it impos- 
sible for him to work again as a porter. 
A former trainer for a famous racing 
stable became permanently disabled by 
a spill from a horse, and is now saving 
up to own a repair shop of his own 
when he finishes his course. 

All repaired shoes are cleaned, pol- 
ished and then sold in the Goodwill 
store, located in the workshop building, 
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FOOTWEAR 
| ARNOFF SHOE CO. (ASCO) 


| 101 DUANE ST. NEW YORK 7, N. Y. 





Features In Stock 
For Immediate Delivery 


® Tennis Shoes © Bowling Shoes 

© Western Boots . 
© Ice Skate Out- © Hunting Boots 
fits © Moccasins 

© Work Shoes : 

© Sandals & Casual * Slippers 
Shoes ® Rubber Footwear 


Order at once, while supply is 
available 





| 
| 
| 
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at prices ranging from 75 cents to $2.00 
for children’s and $1.00 to $3.50 for 
adult sizes. 

Since the number of trainees, civilian 
and veteran, which the agency can ac- 
commodate depends on the number of 
shoes which come in for repair, Good- 
will will greatly appreciate receiving 
worn shoes with good uppers. 

Other trade training departments are 
tailoring, steam press, power sewing 
machine, woodworking, upholstery, me- 
chanical and electrical repair. The pro- 
ceeds realized from the sale of recon- 
ditioned articles pays 80 per cent of 
the remuneration received by the train- 
ees for their work. 





Veterans and civilians participate in rehabilitation program conducted by Good- 
will Industries of New York, Inc., at the agency's workshops, 123 East 124th Street. 
Above is the.shoe repair department where shoes are repaired and then sold in 
the Goodwill store. All shoes are donated and the number of trainees which the 
agency can accommodate depends on the number of shoes which come in for repair. 
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LET ALL YOUR CUSTOMERS WALK ON 


CLOUDS 


ESN GENUINE LAMBSKIN 
ie INSOLES 
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e Cushion the feet 
e Absorb perspiration 
e Prevent friction 
e Relieve fatigue 


INSULATE THE FEET 
from 
HEAT « COLD * DAMPNESS 


FEATURE CLOUDS with shoes, slippers and 
boots. A big seller for both new and old shoes. 

All of your customers will enjoy year ’round 
FOOT COMFORT with “CLOUDS”. 
Self-sellers ¢ Packaged in cellophane with eye-catching insert. 
Removable ¢ Washable 


DEALER'S PRICE—$9 per DOZEN PAIRS. Terms 2% 10 Days—-NET 30 days 
SIZES: MEN'S 6-12 @ WOMEN’S 4- 8 


DAVIOT COMPANY, Manufacturers 





3312 W. Washington Blvd., Los Angeles 16,. Calif. 

















IAUTIFUL SHOES 





«Genuine smooth Black Suede. 









« Genuine leather sole and heel. 


-Black silk faille covered 
platform and linings. 


IMMEDIATE DELIV oe 
TOBY SHOE COMPANY 


12th Street St. Mo 
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Select 15 Colors for 
Men’s Spring Shoes 


New York—Fifteen colors for men’s 
shoes for Spring and Summer 1947 
have been adopted by the men’s joint 
color committee of the Tanners’ Council 
of America, National Shoe Manufac- 
turers Association and the National 
Shoe Retailers Association in coopera- 
tion with the Textile Color Card Asso- 
ciation. In announcing these colors, 
Mrs. Rorke, managing director of the 
association explained that the promo- 
tional theme for the men’s color collec- 
tion is classified in three groups. 

The first group comprises five colors 
especially selected for street and gen- 
eral wear in smooth or grain leathers. 
These colors are a classic rich brown, 
a warm golden tan, and the repeated 
colors Tawny Tan, Golden Harvest, 
Ruddy Wine and Black. 

The second classification includes, five 
colors for casual and sports wear in 
smooth finish leathers. These are a 
clear medium beige, a cocoa tan, a red- 
dish copper, a light natural, and the 
repeated colors, Bermuda Tan and 
white. 

The third group comprises five colors 
also for casual and sports shoes but in 
reversed or suede finish leathers. They 
are a light cocoa, a chocolate type of fe 
brown, a clear navy blue, a burgundy 
shade, a steel grey, and white. 
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Foot Specialist Selects “Pin-up Feet” 





NEW YORK—Dr. Joseph Lelyveld, chairman of the National Foot Health Council, 
chooses Pattie Hughes, Conover model, extreme left, as possessor of the most 
perfect feet among New York City models. Dr. Lelyveld found all the girls’ feet 
exceptionally good aad pointed out that care and attention from childhood hed 
way. From left to right, the feet belong to Miss Hughes, Kyle 
McDonnell, Lesiie Dickson, Jane Wade, Dana Chessman, Mar Lyn Sable and Pan 
Leslie. Dr. Lelyveld stands oat rear. 
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HUARACHES 
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“BRONCO” 
MEN'S & WOMEN'S 
HUARACHES 
American Sizes: 


2to 6 &Ste 10 
Hand Woven 







Immediate delivery 
$4.00 F.O.B. Los Angeles 


MACON DISTRIBUTORS 
719 W. 3rd St., Los Angeles 13, Cal. 
Direct Factory Representative 











WORK SHOES 
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ALL LEATHER 
“HUNTER SIX" 


WORK SHOES 








® Goodyeor Welt Construction 

© Heavy grain leather innersole 

© "Pancord” no-mark outersole 

® Leather counter—Stock bellows tongue 
© Leather heelpocket and top facing 

© Plump black prime elk uppers 

® Reinforced at all points of wear 





PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 

_Honest-made sineo 1890 























Record April Production Continued in May 
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WASHINGTON, D. C.—The all-time 
high production of shoes reached in 
April was maintained in May when 
total production of shoes again equalled 
49 million pairs, according to figures 
released by the Bureau of the Census, 
Department of Commerce. A total of 
49,331,098 pairs of shoes and slippers 
were produced in May, compared with 
49,436,998 pairs in April, The extremely 
slight loss it made up in the fact that 
value of footwear shipped was $137 
million in May as compared with $134 
million in April. Moreover, May pro- 
duction topped May, 1945, by 12.6 per 
cent. 

For the first five months of 1946, 
production of civilian footwear has ad- 
vanced considerably above the level of 
1945. The output for January-May of 
1946 reached 230 million pairs, an in- 
crease of 26 per cent over the 182 mil- 
lion pairs produced in the correspond- 
ing period of 1945. 

Total civilian footwear produced in 
May totaled 49,104,540 pairs, a .01 per 
cent loss from April and a 28.1 per 
cent gain over May, 1945. 

Breaking down civilian production 
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finds 11,690,606 pairs of men’s footwear 
and 2,159,896 pairs of youths’ and boys’ 
footwear produced in May. The figures 
represent a gain over April of 1.8 per 
cent and 3.1 per cent respectively. To- 
gether they show a 81.7 per cent gain 
over the same types of footwear in 
May, 1945. 

Production of women’s, misses’ and 
children’s footwear in May was 25,411,- 
923, 3,040,145, and 3,144,710 pairs in 
that order. The figures represent an 
.8 per cent loss in women’s footwear, a 
1.2 per cent gain in ‘misses’, and a 1.4 
per cent gain in children’s footwear 
over the preceding month. Taken to- 
gether, the three groups show a 15.7 
per cent gain over May of last year. 

Infants’ and babies’ footwear totaled 
2,492,842 pairs and 1,164,418 pairs in 
May, a loss of 2.4 per cent and 9.7 per 
cent from April. Taken together the 
two groups represent a 7.9 per cent 
gain over May, 1945. 

Government footwear, including mili- 
tary and non-military types, totaled 
226,558 pairs in May, 17.1 per cent less 
than April and 95.9 per cent less thar 
May, 1945. 





New Retail Firm Plans 
Juvenile Shoe Stores 


Reco Park, L. I—A modern, salon 
type store has recently been opened as 
Spry-Step Shoes at 92-02 68rd Drive, 
here, by Martin Schafler and Murray 
Moskowitz, both formerly connected 
with Triebitz Orthopedic Shoes. The 
store features quality children’s foot- 
wear in conjunction with women’s 
better grade sport shoes and casuals. 

Previous to joining Triebitz, Mr. 
Schafler devoted ten years to managing 
units in the East for Miles Shoes. 
Prior to that he was a representative 
of Powell & Campbell, Duane Street, 
New York. 

Mr. Moskowitz spent a total of nine- 
teen years with the Triebitz and Tree- 
Mark organizations. The partners plan 
to. open a number of juvenile shoe 
stores. 

A gecond unit has been added re- 


cently in Forest Hills, L. I. Associated 
with the partners in this store is Marvin 
Horowitz who, prior to Army service, 
spent eight years selling and managing 
stores for Miles Shoes. 





Brothers Open Florida Store 


CLEARWATER, FiA.—Two brothers, L. 
and C. Collman, have opened a new 
shoe store at 625 Cleveland Street. Na- 


. tionally advertised lines have been 


stocked. Matching purses will also be 
carried and as soon as available it is 
planned to add a line of nylons. 

The Collmans were in the general 
mercantile business with their father, 
who was established in Sarasota for al- 
most @ quarter of a century. . The 
brothers were in the Armed Forces and 
after. returning home decided to pool 
their interests and locate in Clear- 
water. 
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FROM CRIB TO CAMPUS 
Famous 









Selected Elk Stock. Seamless tongue and heel. 

Solid /eather innersole. Reinforced straight walk 

heel pocket. White or brown. Sizes | to 6. $2.00 
per pair. C & D widths. 

Complete line of juvenile shoes. 


HILL Lshoe co. 


70 N. 4th STREET 
PHILADELPHIA 6, PA. 























Many other suggestions of 
SMART ... TIMELY... 
EXCITING .. . PROMOTIONS 


for store interiors and windowe 





Graphically illustrated in our 
new catalog 
e 300 BEAUTIFUL DESIGNS 
e75“HOW TO USE” SUG- 
GESTIONS 


Illustrated is one of the three 
“Gamebird” Comuras (Com- 
mercial Mural) No. G-457. 
Size: 30” x 60” .. . 16 flat and 
half-tone colors... silk screen 
processed ...Sold in sets of 


bet ny Rn three only . . . $22.50 the set 
TODAY Just one in a large series of 


Free 


fine designs to lend a colorful 
atmosphere for the presenta- 
tion of your merchandise. 


W.L. STENSGAARD AND ASSOCIATES, INC. 
354 NORTH JUSTINE STREET « 


CHICAGO 7, ILLINOIS 








WOONSOCKET, R. I|.—After spending 25 years with the John Irving Shoe Cor- 
poration, ten years as district supervisor and promotion manager working out of 
Philadelphia and Boston, M. Orent has opened Orent’s Shoes, here, featuring 
women's shoes in the medium price field. 

The store is of the salon type with grey and red color scheme. The above photo 
is of the accessory counter and shows one of the large wall murals used in decora- 
tion. Mr. Orent plans a second store to open some time this month at 187 Essex 
Street, Salem, Mass. 
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* Plastic-Finished 
Electrified Extra- 
Deep Pile Shearling 

* One-Piece Vamp 

* Chrome-Tanned Padded Sole 


* Strong Nylon-Stitched Seams 


In Stock for Immediate Delivery 
in Red, Navy, Brown, and White 
Sizes 3-9 
Price: $2.20 F.O.B. Boston 
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COLT-CROMWELL 


“iteeiiy 


ostewvare sep ess ter ese ere 


103 











wry 


~~ 





oo 


MOCCASINS 


Brown Smooth Retan Split 


MOCCASINS 
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IN STOCK 
for Immediate Delivery 

MEN’S Boys’ WOMEN’S 
6-11 1-6 4 


"$2.75 


Net F.O.B. Phila. 
ALSO 


STROLLER GRAIN SPLIT 
in Boys’—Black & Brown 





Net F.0.B. Phila. 
MINIMUM ORDER 18 OR 36 PRS. 


* 4 Eyelets * Reinforced Piug 
* Orthopedic Sole 


KRISCHER-KLINE SHOES 
34 No. 4th St. Phila. 6, Pa. 
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WOMEN'S KID D'ORSAY 


Smooth Kid Leather Uppers 
Flexible Hard Leather Soles 








$3.15 
Net 10 days 
F.O.B. N.Y. 


Size: 4-9, Full Sizes Only 
Medium 
Colors. Blue, Brown, Wine, Black 
Minimum Order 18 pairs of a color 
State Second Color Choice 
Sept.-October Delivery 


J. & S. SHOE CO., INC. 


26-42 Jackson Ave., Long Island City |, N. Y. 
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PRICE TICKETS 
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PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT’S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 
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Southeastern Group 


Plans Big Show 


AvuGusTa, Ga.—The Southeastern 
Shoe Travelers, Inc. have completed 
arrangements for their advance Spring 
showing to be held at the Sheraton Bon 
Air Hotel in Augusta, November 3-4-5. 
Members of the organization, guests 
and shoe dealers throughout the South- 
east, will take over the famous 400 
room Sheraton Bon Air Hotel as well 
as all available rooms in other hotels 
in Augusta and surrounding towns. 
This arrangement has been made at 
the request of many of the merchants 
and buyers who were in attendance at 
the last May showing in this city. 

More than 6,000 invitational an- 
nouncement bulletins have been mailed 
to merchants and buyers throughout 
eleven Southeastern states. A unique 
feature in this announcement is that 
all merchants and buyers will be guests 
of the members at luncheon in the spa- 
cious dinning rooms of the hotel each 
day they are in attendance. “The man- 
agement of the hotel has assured us 
that all members in attendance have a 
treat each day to the finest foods and 
plenty of it prepared by their famous 
French Chef and served from a beauti- 
fully decorated smorgesbord,” accord- 
ing to E. M. Cousins, executive secre- 
tary of the association. 

Harry Butler of the General Shoe 
Corporation of Nashville, president of 
this organization, announces that the 
meeting will be preceded by a meeting 
of the board of directors on November 
2. This will be followed by a general 
membership banquet for all members 
and their wives. There will be an elec- 
tion of officers and board of directors 
following the banquet. Acting with 
Mr. Butler as officers and board of 
directors are: Joe Dannis, vice-presi- 
dent; Jack Davis, secretary; Louis 
Bresler, treasurer; E. M. Cousins, 
executive secretary; and George P. 
Bomar, Bud Gerland, Dan Howard, 
Ford Salinger and Frank Stevens. 

It is expected that even a greater 
number than the 2,500 attendance of the 
May show, will come into Augusta for 
this three day event in November. 
Reservations for shoe dealers and 
buyers are being made through the 
central office, located in the Tutwiler 
Hotel, Birmingham, Alabama. 





Customer’s Comfort Attention 
Pays Off for Denver Store 


DENVER, CoLo. — Across the street 
from the Republic Building, Denver’s 
largest medical office building, is Cram- 
er’s Foot Comfort Shop. Cramer’s has 
been at its present location for the past 
twelve years. The store’s policy of cus- 
tomer comfort has paid off in satisfield 
patrons and continued business. 

Following the precept that customer 
comfort is as important as foot com- 
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BOOTS 
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16" HIGH-TOP OILED 
LEATHER BOOTS 


Black waterproof uppers 

Leather Soles & Heels 

Leather Gussets 

Sizes 82 to 13, C to EE 

Minimum order 12 pair 
pair 

Plus incoming freight & 


repackaging as allowed 
by OPA 














ARNOFF SHOE CO.,INC., 101 Duane S#.,N.¥.C 








fort, Dr. Dave Cramer and Dr. Lloyd 
Cramer have tried an innovation dur- 


ing the present expansion of their 


establishment. 

Today, when a customer walks into 
Cramer’s, he succumbs to an atmos- 
phere of comfort, a subconscious reac- 
tion to a color scheme planned by 
Cramer’s and architect Leonard Currie. 

The effect is greater than might be 
imagined. The store’s ceiling is in pig- 
ment white; the side wall is rose- 
colored; the rear wall, partially ob- 
scured by overhanging office space, is 
in yellow; extra wall space and shelf 
sections are grey. The floor is covered 
with a lovely beige rug. And all shoe 
boxes have yellow fronts. " 

Natural lighting enters the store 
from two large show windows facing 
Southeast. Even though outside day- 
time light is only of medium intensity, 
the interior is comfortably lighted— 
enough so that fluorescent lamps may 
be eliminated. 

Cramer’s renovation has accomplished 
a pleasant atmosphere for patrons and 
the reduction of electric bills because 
of a minimum use of artificial light. 

Prior to expansion Cramer’s building 
space measured 12 feet by 50 feet. The 
store now has a 24 foot width and a 
50 foot depth. 

An interesting innovation is movable 
sections which allow for future expan- 
sion in men’s, ladies’, or children’s foot- 
wear—dependent upon trend. 

Six operators are employed by the 
shop at present. Four additional oper- 
ators will be added when expansion is 
completed and supply warrants. Semi- 
weekly meetings are held for all em- 
ployees, during which methods of sales- 
manship, fitting of new styles, and dis- 
cussions of cases is covered. 
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MEN'S FULL-FASHIONED 


NYLON HOSE 


TYLE 8355/9. Good-looking, 
well-wearing NYLON Socks 
with mercerized cotton tops, heels 
and toes. Reinforced soles. A 
fast-selling “star item! Colors: 
Black, cordovan, navy, maroon. 
V2 dozen pairs in solid color to 
x. 


Sizes: 10 to 12 
$|2.50 Dozen 


FRIEDMAN ciscery cone 


319 Fifth Avenue, New York City 16 








Century Old Shoe Store Sold 


Perry, N. Y.—Cole’s Shoe Store, 
cperated by one family here since 1852, 
has been sold to Mr. and Mrs. Ray 
Lanckton, who operate a shoe and boys’ 
clothing business in this city. 

The Cole store was founded by Alex- 
ander Cole, a custom shoemaker, 94 
years ago. After a series of moves 
made necessary by fires, he built, 
shortly after the Civil War, in 1867, 
the block which has housed the store up 
to the present time. 

In 1879, Mr. Cole’s son, Hobart A. 
Cole, became a partner in the business, 
and three years later, in 1882, the first 
ready-made shoes were sold from the 
store. 

H. A. Cole continued in the business 
until his death in 1941. The store has 
since been operated by his son, George 
Cole, grandson of the founder, who is 
retiring. 

Mr. Lanckton has been in business 
in Perry since 1941. He plans to place 
a clothing and furnishings department 
in the smaller area at the rear of the 
store, and retain the front of the store 
for shoes. Transfer of stock has al- 
ready been completed. 
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Store Gains 


40 Per Cent 


LINCOLN, NEB. — The _ second-floor 
men’s shoe department at Ben Simon & 
Sons, 1215 “O” Street, has averaged 
10,667 pairs of shoes sold per month 
this year, compared with about 7000 per 
month for-the same period a year ago, 
despite shortages and the fact that the 
department doesn’t have the advantage 
of trade from the Lincoln Army Air 
Base which was running full blast in 
1945. The chief factor in this sales rec- 
ord, according to Amos Kies, manager, 
has been the department’s ability to get 
more of the shoes in demand than most 
competitors. An attractive department 





has had something to do with it, too, he 


admitted. 
Mr. Kies has a leased department, 


about 80 per cent of his business being | 


in the Freeman line. The department 
was set up in 1944 and the compara- 
tively large stock has been instrumental 
in bringing in customers from over @ 
large territory. 

Shoes in demand have been Scotch 
grains, French toes and the heavier 
types of men’s dress shoes. Mr. Kies 
has worked at his sources constantly to 
eke out every additional pair he could 
get on a shipment, and presence of these 
shoes in stock has helped greatly to 
attract customers, he pointed out. Cali- 
fornia casuals and house slippers also 
have been successfully promoted. 

The department is directly off the 
elevators and has new carpeting, with 
space for 24 chairs grouped in a 25 x 25 
foot space between two floor columns. 
Full length mirrors have been installed 
on the two columns, and the chairs are 
comfortably upholstered. Chairs have 
no fixed position and may-be moved 
around to suit the fancy of the cus- 
tomer. This arrangement has proven 
especially popular with the college men 
who make up a good share of the store’s 
trade. 

The entire atmosphere of the depart- 
ment is one of informal comfort. Mr. 
Kies is handling the business with only 


two salesmen besides himself most of | 


the time. He also is manager of the 
basement shoe department and the chil- 
dren’s shoe department at Ben Simon 
& Sons. 


Kansas Store Remodeled 


LAWRENCE, Kans. — The Haynes- 
Keene Shoe Store was extensively re- 
modeled and redecorated recently. The 
walls were done in a dusty rose color 
with white woodwork and light blue 
background for shelving. In addition, 
a new linoleum covers the entire floor. 
It is a mottled pattern of tan and ivory 
tones. The finishing touch to the store 
was given when snappy chrome chairs 
with green leather upholstering were 
installed. 
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Department 10, 501 N. Figueroa St. 


Los Angeles 12, Calif. 
Telephone Trinity 0851 





STADIUM BOOTS 


- sili 





ltl ili eile te 


ORIGINAL 
Nationally Advertised 


STADIUM BOOTS* 


*Reg. U. S. Patent Office 


$6.25 
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Brown Cowhide Uppers 

Rich Shearling Collars 

Warm Fleecy Linings 
Non-Skid Rubber Soles 

Felt Insulated Platforms 
Secure Lockstitch Construction 
40 Below Protection 

Ladies’ Sizes 4-9 


Also Available 
SUN VALLEY BOOTS* 
Lace-Up Model — $5.75 
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MARATHON SPORTING SHOE CO INC 
116 Duane St., New York 7, N. Y 
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WORK SHOES 











Men’s Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 
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CHILDREN'S SLIPPERS 








| ZIPPER Booties 


All Leather Sole and Upper 
No. 32 





153 Duane St. New York 13, N. ¥. 











Carlisle Opens Retail Outlet in Boston 












Above is the artist's conception of Barclay's, opened last month at 168 Tremont 
Street, Boston. The store will feature Mademoiselle shoes by Carlisle. A very 
dramatic effect has been achieved through the two story glass front and sweeping 
staircase. Original plans cali for selling space on the first two floors and offices 
on the third. The entire five-story building has been leased. 


Boston—A new store called Bar- 
clay’s, featuring the sale of Made- 
moiselle shoes in street, dress and 
casual walking types, opened in Boston, 
during mid-August. 

Bernard Friedenberg, the sponsor of 
the idea, and the Carlisle Shoe’ Com- 
pany, who is making it possible, both 
believe that from here out shoe distri- 
bution to the consumer can be impor- 
tant in meeting the consumer in a store 
where one line of shoes will do the job 
of satisfying all who come in. 

Other footwear, non-conflicting in 
type, will be carried and considerable 
emphasis will be placed on the ever- 
necessary accessories. 

Designers of the new store are striv- 
ing for one of the most glamorous 
effects ever attempted in the distribu- 
tion of footwear. Barclay’s location is 
at the center of Tremont Street oppo- 
site the famous Boston Commons. 


The entire building at 168 Tremont 


” Street, 25 ft. wide, 100 ft. deep and 


five stories high, has been leased. At 
the beginning, the first and second 
floors only are to be used for selling. 
The plans call for offices and rest rooms 
on the third floor; the basement will 
house the receiving, shipping, marking 
and mail order departments. 


A two story glass front gives a broad 
view of the entire selling area from 
the street. This transparent front can 
be screened from the hot sun by drap- 
eries made out of a new and unusual 
glass fabric. Operating on a trans- 





verse rod, they can be drawn at any 
time and, while eliminating 80 per cent 
of the sun’s rays, still allow complete 
vision from the street. 

A taupe carpet with pinkish mottled 
effect covers the entire street floor, 
second floor and mezzanine, and sweeps 
up the wide curving stairway that 
leads to the capacious mezzanine 
lounge. 

Accessories are to be in the front 
section of the main floor. The rear of 
the street floor is to have casual shoes, 
slippers and playshoes as well as the 
Mademoiselle tailored flats. The second 
floor will be devoted to shoes for street, 
dress and evening wear. Another de- 
partment for coordinated accessories is 
to be on the same floor to facilitate 
the sale of specific fashion-tie-ins. 

This is the first franchise of its kind 
granted by the Carlisle Shoe Company 
to anyone. Others will follow, particu- 
larly in key centers, either supplement- 
ing present distribution or opening up 
new fields through a new channel. The 
price field to which it is devoting itself 
is somewhat of a departure in an era 
when shoes have become solidly en- 
trenched as selling setups in depart- 
ment stores or specialty stores. This 
is not an effort to replace present 
methods of retail distribution of shoes. 
It is rather a means of finding out in 
which communities this type of distri- 
bution will bring the best results to the 
Carlisle Shoe Company and to the in- 
vestor of money in retail shoe selling. 
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No. 310 — MEN'S KID 
LEATHER MULE 


(Wine and Blue 


Brown 
i uate one third lower than old Check these extra 
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MEN'S KID LEATHER SLIPPERS| 
TO MAKE YOUR PROFITS SOAR 


No. 311 — MEN'S KID 
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able in Sept.). 
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LEATHER OPERA 
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Select 22 U.S. Stores as Display Winners 





Left to right: Barney Bowen, vice-president, BOOT AND SHOE RECORDER; J. E. 
Aldrich, mid-western representative, the Saturday Evening Post; and Dwight Perry, 
manager retail stores division, Scripps-Howard Newspapers, complete final judg- 
ing in Dr. Scholl's 30th Annual Foot Comfort Week Window Display Centest for 
shoe dealers. Scene of the judging was Chicago's famous Swedish restaurant, 


the Kungsholm. 


Cuicaco—After days of preliminary 
judging, final selections were made in 
Dr. Scholl’s 1946 Foot Comfort Week 
Window Display. Contest. Scene of the 
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judging was Chicago’s famous Swedish 
restaurant, the Kungsholm. A three- 
man board, consisting of Barney 
Bowen,. Boot AND SHOE RECORDER; J. E. 


Aldrich, Saturday Evening Post, and 
Dwight Perry, Scripps-Howard, se- 
lected the winners. 


“The contest judging was just as 
hot as the weather,” said Mr. Bowen, 
as the noon-day temperature reached 
92 degrees. “It was a difficult task. 
Every entry had its merits. Modern 
display methods were so ably used by 
shoe dealers in even the smaller com- 
munities that we three judges had our 
hands full.” 

First prize winners, each of whom 
received a table model radio, were 
Lord’s Shoe Store, Waltham, Mass.; 
Surgical Health Store, Schenectady, 
N. Y.; Grimes’ Store, Marlton, W. Va.; 
Beatrice Weinberger, Ellenville, N. Y.; 
T. E. Tregellas & Son, Mahanoy City, 
Pa.; A. J. Bundschu Co., Independence, 
Mo.; Lauerman Bros. Co., Marinette, 
Wis.; Tingwalls, Inc., Gooding, Idaho; 
The Bootery, Ontario, Calif.; Freed’s 
Shoe Store, Wakarusa, Ind.; Riedel 
Shoe Service, Hamilton, Ohio; Haws 
Dry Goods, Post, Texas; Hills, Depart- 
ment Store, Crossville, Tenn.; Grass- 
field’s, Manchester, Iowa; Harold R. 
Mittelstadt, Fergus Falls, Minn.; Vo- 
gel’s Shoe Store, Upper Sandusky, 
Ohio; Home Store, Chicago, Ill.; Chas- 
tain Co., Camden, Ark.; Tober’s Shoe 
Store, Cheyenne, Wyo.; Schenck-Huegel 
Co., Madison, Wis.; Newgent’s Shoe 
Store, Mattoon, Ill., and Daley’s Boot- 
ery, Salinas, Calif. 
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Faille Leisure Slipper 
Fur Collar—Ruffled Gore Back 
Full Sizes 4-9 


$2.25 Net 10 days, F.0.8., N. Y. 


No. 700 


Colors: White, Pink, Black, Wine, Light Blue, 
Royal Quilted, Red Quilted. 
Minimum Order 18 pairs of a color. 
State Second Color Choice. 


immediate Delivery 


J. & S$. SHOE COMPANY, Inc. 





26-42 Jackson Ave., Long Island City |, N. Y. 








BOWLING SHOES 


MEN'S BOWLING 
| OXFORDS 





For 
Immediate 
Delivery 


#8306 Black Pebble Grain Finish 


Sold in Case Lots Only $985 


24 Pair in a Case 
Sizes 6'/ to I! PAIR 


Net 10 Days, F.0.8. Chicago 


IRVING LAMET SHOE CO. 


333 W. Monroe St., Chicago 6, Ill. 
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Craftsmanship Maintained 
For 3 Generations 


SAN ANTONIO, TEx.—Sixty-six years 
ago a Sicilian lad of sixteen came to 
this country in search of fame and 
fortune. He had never heard of Horace 
Greeley and his advice to young men, 
but friends told him that Texas was 
badly in need of competent shoe-makers, 
and, as he was a shoemaker by profes- 
sion, he lost no time in getting to Gal- 
veston, Tex., and setting up a small 
shoe repair shop there. 

Three years later, in 1883, he moved 
te San Antonio and the Lucchese Boot 
Shop came into being. 

The first Sam Lucchese opened a 
small shoe shop on Houston Street. 
He was not long in discovering that 
the cowboy boots of Texas were a far 
cry from the type of shoes he had 
learned to make back in Palermo, Sicily. 

But he had learned the shoe-making 
trade thoroughly, and it did not take 
him long to master the eccentricities 
of Texas boots—the high heels, the 
narrow toes and the made-to-order 
measurements without which the Texas 
cattleman is a lot worse off than bare- 
foot. 

His fame spread to the neighboring 
cattle ranches, and in a short time 
Sam Lucchese had more orders for 
boots than he could fill. After his 
death, in 1928, a son, Cosmo Lucchese, 
was ready to succeed him in the busi- 
ness. And today a third Sam Lucchese, 
Cosmo’s son, is back from two years 
spent in the Navy and ready to carry 
on the Lucchese business,and traditions. 

Although the Lucchese Boot Shop 
can and does make shoes, army boots 
and saddles, its specialty is cowboy 
boots. A good part of its trade is in 
Hollywood. 

For many years the shop made boots 
for the late Will Rogers and among the 
present Hoolywood stars who are steady 
boot customers are Charles and Gary 
Cooper. But the bulk of the business 
still consists of cowboy boots for ranch- 
ers and oil men. 

“Sometimes we get single orders for 
boots to be given at Christmas ranging 
from 10 to 15 pairs,” says Sam Luc- 
chese, III. “And when you consider 
that each of these boots has to be made 
by hand and to special measurements, 
you can imagine how busy we are for 
two or three months before the holiday.” 

The Lucchese Boot Shop keeps a card 
record of the measurements of every 
customer, and often supplies boots from 
these without a fitting. “But,” says 
Mr. Lucchese, “our experience has been 
that a man’s feet change enough in 
about seven years to make new mea- 
surements necessary. So when a cus- 
tomer has purchased the same last for 


six years; we ask him to come in for a 


new set of measurements. 


“We have found that every veteran 
who has come back for a new .set of 
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e Bowling Shoes Footwear 














boots has had to have new measure- 
ments taken. The Army and Navy 
didn’t do a thing to feet—except make 
them too wide for old boots.” 

On the average, ranchers will buy a 
pair of boots every eight months. And 
not only do ranchers want the best 
boots that money can buy, but cow 
hands, too, want boots costing at from 
$50 to $100 a pair. “When it comes to 
boots, saddles and hats,” says Mr. Luc- 
chese, “the best is none too good for 
a cow man.” 

At present the Lucchese Boot Shop is 
producing about 10 pairs of fine boots 
a day, keeping a crew of forty men 
busy. It takes about three weeks to 
make a pair of fine boots, from the 
start and the firm won’t hurry the 
process for the wealthiest cattle king 
or the most popular Hollywood star. 
It is one phase of the shoemaking busi- 
ness where skilled and careful work- 
manship is still in demand. 


Shoe Man Presents 
Gift to City 


Wuoette, Itu.—A gift of $10,000 
has been made to this city’s park board 
te be used in the construction of a per- 
manent outdoor stage for the city’s am- 
phitheater by Charles H. Feltman, 
president and treasurer of Feltman & 
Curme, a Chicago chain of retail shoe 
stores. 

Mr. Feltman is also the Park Com- 
missioner of the city of Wilmette. 
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HANDY PRICE STICKERS for 
SHOES and CARTONS 
100 to a perforated sheet; width 
to fit your typewriter 


Check, M.O., of C.0.D. 


BOOT & SHOE RECORDER-Merchants Service Dept. 
209 S. State St., Chicago, Ill. 


WITH 


Price Markers 
$2.00 


2 books: $3.50 
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“MAKE GOOD SHOES BETTER™ 


@ PERFECT BALANCE 
@ GREATER STRENGTH 
@ TROUBLE-FREE OPERATION 
@ GRACEFUL EYE APPEAL 


Te insure complete user satisfaction specify ‘‘Umpece Buckles"’ 


Unique Metal Products & Engineering Co. 
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@ FINE DURABLE FINISHES 








MARK CURATOLO, Prep. 
NEW YORK 13, N. Y. 








Meat Price Control Grave 
Threat to Shoes 


[CONTINUED FROM PAGE 87] 


anyone familiar with the trend of 
domestic hide and skin supplies before 
June 30 of this year. Except as in- 
dividual consumers, tanners have no 
direct interest in livestock or meat 
prices. They have a vital interest, 
however, in what happens to the most 
important by-product of the livestock 
industry—hides and skins. 

“The facts before June’ 30 amply 
demonstrate the existence of two con- 
ditions: First, the movement of cattle 
and calves to packers was sharply re- 
duced, and therefore fewer hides were 
available from the established packing 
industry which had the skill and facili- 
ties for producing and distributing this 
essential by-product. Second, more 
animals were being slaughtered out- 
side of federal inspection, by custom 
slaughterers, by black market opera- 
tors, by backyard butchers. This kind 
of slaughter, frequently in violation 
of regulations and law, involved a large 
although undeterminable loss of hides 
and skins. Not only were skill and 
facilities missing, but the incentive to 
take hides off properly was absent. 
Why should a fly-by-night operator 
take the time, trouble and labor to do 
a good skinning job, or to cure hides 
properly and make certain that they 
reach the tanner in good condition? 

“Many of the stories and reports on 
what had happened in the first half 
of this year were hearsay. What direct 
confirmation can there ever be for 
stories of hides floating down river, of 
hides burned or buried to save time and 
trouble? However, it is undeniable 
that the federal inspected slaughter 
which comprises the operation of estab- 
lished packers, shrank dangerously be- 
fore July. It is undeniable that alloca- 
tions to tanners had to be cut, that the 
quality of hides from uninspected 
slaughter deteriorated sharply and that 
the country, in short, was losing a 
badly needed raw material. 

“No doubt all of these considerations 
as well as the maior problems of meat 
prices were considered by the Decon- 
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trol Board. In effect, the Board ac- 
knowledged the shortcomings of con- 
trols prior to June 30, and placed its 
reliance or hope in proper enforce- 
ment to avoid ‘the failures that oc- 
curred in the past.’ The Board stated 
in the text of its decision that: ‘It 
appears that the Government has at 
hand adequate techniques to enforce 
these regulations . . . to channel live- 
stock into markets that comply with 
the regulations.’ To that opinion, tan- 
ners can only reply with a fervent 
hope that the wish will really be ful- 
filled. If enforcement is not carried 
through, if a repetition occurs of the 
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notorious conditions prevailing earlier 
this year, then this industry will be 
faced with an acute and continuous 
crisis of raw material supply. 

“The number of cattle in the coun- 
try is still close to record levels. Poten- 
tially, hide and skin supplies can be 
large; whether they actually will be 
now depends on the efficacy of control 
techniques in which the Board has 
placed its reliance.” 

The National Shoe Manufacturers’ 
Association points out that “despite 
any favorable conditions existing today 
as contrasted to May and June, there 
still remain two paramount questions 
affecting the supply of leather in shoe 
factories during the coming months. 
These are: (1) Will livestock move to 
market in substantial quantity under 
the reestablished system of controls; 
and (2) will this movement be through 
legitimate or black market channels. 

“In our opinion, these questions can 
be answered only through actual ex- 
perience, but the outlook is for reduced 
total slaughter and a flourishing black 
market. Both of these conditions will 
have an adverse effect on the supply 
of leather in shoe factories. Further- 
more, the tendency to withhold hides 
from the market will be as strong as 
ever and it appears safe to state that 
the whole government program of con- 
trols, from livestock to finished leather, 
will tend to reduce the available quan- 
tity and to slow up the movement to 
shoe factories of that which is avail- 
able. 

“More than the Price Decontrol 
Board is involved in this case. It was 
necessary to secure the acquiescence of 
the Department of Agriculture, and we 
feel certain that this could not have 
been done without the application of 
strong administration pressure. The 
decision to recontrol meat was signifi- 
cant because it would appear to have 


‘been based on political considerations 


rather than on an analysis of eco- 
nomic facts. Meat control was a con- 
spicuous failure, and it is shocking that 
the Price Decontrol Board, under these 
circumstances, should have found that 
the reinstitution of controls was prac- 
ticable, enforceable and in the public 
interest.” 
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WOMEWS SHEARLING MULES 
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Good Wearing Leather Soles 
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Genuine Corduroy — with Chrome 
Leather Soles 
Padded heels—Sturdy Counters—Plaid Linings 


in Steck—Net 10, 
F.0.B., N.Y. 
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FELT SLIPPERS 








HEAVY WEIGHT FELTS 
With Chrome Leather Soles, Padded Heels 


in Stock-——Net 10, 
F.0.B., N.Y. 





Blue, Brown, Oxford Grey 36 pr. of color te case 
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See us at Cleveland & Detroit Shows 
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Obituaries 


[CONTINUED FROM PAGE 99] 


Lieutenant Robert E. Pilgrim 


St. AUGUSTINE, FLA.—First Lieuten- 
ant Robert E. Pilgrim, son of Mr. and 
Mrs. A. E. Pilgrim, proprietors of the 
Pilgrim Shoe Store, Inc., died recently 
as the result of a shotgun wound, in- 
flicted accidentally when he was alone 
in his room. He was 25 years of age. 

Lieutenant Pilgrim was attached to 
the 57th Army Field Artillery Battal- 
lion. He entered the service in April, 
1948, and recently returned to the 
States after a tour of duty in the 
Pacific, having been stationed in Korea. 
He was a graduate of the University 
of Florida. 

Besides his parents, he is survived 
by a sister, Mrs. Peggy Brock of this 
city. 


Ernest E. Tucker 


ROCHESTER, N. H.—Word has been 
received here of the death of Ernest 
E. Tucker, 74, a former Rochester resi- 
dent, in Lynn, Mass., where he was an 
executive in the shoe manufacturing 
industry until 1930. 

He was a native of South Lebanon, 
Me., and in his early days had been a 
baseball player in Rochester and Lynn. 
He was a member of the Advent Chris- 
tian Church of Lynn, Mystic Lodge, 
NEOP, of which he had been finan- 
cial secretary for 45 years, and Paul 
Revere Lodge, Knights of Pythias. 

Survivors include the widow, seven 
children, 19 grandchildren, seven great 
grandchildren and two brothers. 





Joseph A. Hamlin 


Utica, N. Y.—Joseph A. Hamlin, 75, 
engaged in the shoe business in Utica 
for many years, died in St. Elizabeth 
Hospital recently after a long illness. 

His father was engaged in the shoe 
business and Joseph started as a young 
man in the shoe business as manager 
of a Utica branch store for a Boston 
manufacturer. He later was with 
D. C. Hurd & Co. and in 1895 entered 
the retail business himself. 

He was active in Utica’s political life 
and had served as alderman, deputy 
sheriff, deputy commissioner of public 
works, commissioner of public safety 
and acting county clerk. 





F. G. Michelfelder 


TIFFIN, O.—F. Glenn Michelfelder, 
64, retired shoe dealer of New Wash- 
ington, O., died last month. He retired 
last January after a business career 
of 50 years in the store, which was 
founded in 1846 by his grandfather. 


J 
| 
| 


| 





| 











wy 


—~s) rer, 





Od 


RUBBERS 


6 ee 













MEN'S SNUGFIT RUBBERS 
Pat. Moidea Process assures perfect fit. 


85¢ pr. 

F.0.B. Detroit. Packed 24 pr. te case 
asst. cr solid sizes, small, med. 

and tar 


ta Am Write or wire. 
AMERICAN SHOE CO. 


251 W. Jeff. Ave., 
Detroit 26, Mich. 














They're available again in almost 
unlimited quantities. They'll sett 
for 75 cents per pair pouch in- 
cluded. Colors: black and brown. 


Sizes: small, medium and large. 
Send for trial order today — two 
dozen packed in a display carton. 
Or for more details on Shower 
Toes, write — 
THE RUBBER COMPANY 


MASSILLON, OHIO 
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X-RAY SHOE FITTERS 


PRIMEX |. wns. n- 


most imitated shoe fitter. 
Our circular tells you why 
So eo: ee-4 6. @ 











PRIMEX EQUIPMENT CO. 
135 Se. LaSalle St., Chicago 3, iil. 











DISPLAY SHOE FORMS 








heights and sizes—immediate 
Alse PLASTIC (Lucite) DISPLAY SHOE STANDS, 
men’s or women'’s—attractive. 
Write for samples or details 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 


CELLULOID — ladies’, misses’, children’s — flesh 
color only, varied heel 
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B. F. Goodrich Opens 
Shoe Products Division 


AKRON, OHIO—Creation of a new 
Shoe Products Sales Division of the 
B. F. Goodrich Company to merchan- 
dise all products the company manufac- 





FRED A. LANG 


tures that are used in the manufacture 
or repair of shoes was announced re- 
cently by James J. Newman, vice- 
president. Fred A. Lang, widely 
known in the shoe trade, has been ap- 
pointed general manager of this new 
division. Mr. Newman also announced 
a new B. F. Goodrich “Silvertown” 
branded replacement rubber heel to be 
offered along with the extensive Hood 
line of shoe repair products, including 
leather and findings, that will be mar- 
keted through this new division. 

Mr. Lang, with B. F. Goodrich since 
1926, has been for the last three years 
merchandise manager of the industrial 
products sales division. He was man- 
ager of the heel and sole sales depart- 
ment several years before that and has 
held other executive posts with the com- 
pany. 


Club Celebrates 25th 
Anniversary of Freeman Shoe 


BeLoit, Wis.—Celebrating the 25th 
anniversary of the establishment of the 
Freeman Shoe Corporation, the 106 ac- 
tive members of the firm’s Twenty Year 
club welcomed 27 new members at the 
club’s fifth annual banquet held at the 
Wagon Wheel, here, recently. 


The silver anniversary theme was 
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carried out with the presentation by 
R. E. and H. C. Freeman, founders of 
the company, of a silver dollar for each 
year of service to all the old members, 
and a $100 bill and a gold and diamond 
emblem to each new member. A total 
of 2,956 silver dollars and twenty-seven 
$100 bills was presented, symbolizing 
3,496 years of work in the firm. 

Qn behalf of the club, William May- 
hew presented each of the founders an 
heirloom pen and pencil set in recogni- 
tion of their 25 years of leadership. 
Harvey Carey was presented an honor- 
ary plaque in recognition of his election 
to the presidency of the company. 

New members welcomed to the club 
are Edith Fitzgerald, Thelma Steussy, 
Delia Myhre, Leona Dry, Alice Marty, 
Alonzo Klick, Lyman Englebretson, 
Renville Harris, Kenneth Foss, Richard 
Emerson, Gordon Dawson, Martha 
Shoepske, Elsie Echeson, Delia Berto, 
Agnes Beals, Leslie Perkins, Reinhardt 
Fick, Cecil Bailey, Roy Slater, Clifford 
Guptill, Ray Rahorn, Art Gruel, Esther 
Treptow, Willard Treptow, Faye Ken- 
nedy, Hugo Guetzloff and Naomi Rosen- 
blatt. 

The senior members of the club are: 
(Twenty-five years)—R. E. Freeman, 
H. C. Freeman, Henry Heim, Frank 
Larkin, Ervin Smith, George Rockwell, 
Henry Lamb, George Fiese, Alma 
Tooley, Thirzah Lockwood, Freda 
Lynch, Gladys Frayer, Irene Van 
Keuren, Fred Gierloff, William May- 
hew, Fred Swanson, Earl Bugge, Ray 
Quackenbush, Frank Letheby, May 
Johnson, Cyril Pollentier, Tony Amato, 
and Charles S. Craney. 

Twenty-four years—H. T. Cary, 
M. L. Carroll, Gertrude Fiebke, Martha 
Nash, Anna Benson, Mildred Tolmie, 
Dorothy Balderson, Russell Gower, 
Russell Ableman, Joe Van Landeghem, 
Yoatis Hamil, James McLain, Robert 
Gaines, Lewis Wilkie, Ed Hoppe and 
Reuben Wall. 

Twenty-three years— Bernard An- 
derson, Minnie Borgwardt, Ella Cum- 
mings, Harold Ettner, Orville Genung, 
Hattie King, Dave Nicolls, William 
Patrick, Clarence Pomrance, Ed Porter, 
Shelby Porter, Nick Rausch, Josephine 
Rockwell, William Schoepske, Henry 
Stephens, Louis Stephens, Rudolph 
Weise, Robert Smith, Lester Carroll 
and Leta Wootton. 

Twenty-two years—Eva Anschulz, 
Milford Bailey, Howard Beals, Ed Ben- 
nett, Frank Boel, Frank Carlstrum, 
Everett Clary, Palmer Engebretson, 





News of the Selesmen dill Syypoliers 


Earl Fry, Margaret Garry, Almond 
Gilman, Mayme Gilman, Albert Korbal, 
Horace Marshall, Theodore Reynolds, 
Elizabeth Rollo, Grace Therkelson, 
Clarence Crane, Charles Deaken and 
Margaret Anderson. 

Twenty-one years—G. H. Hutchins, 
C. A. Swanagan, Ray Collins, Joseph 
Beier, Howard Brabazon, Ed Stickler, 
Elsie Breneman, Selma Hyde, Pearl 
Spicer, Lydia Gouchenour, Alma Do- 
mann, Margaret Steele, Pearl Frear, 
Minnie Bernstein, Frank Doubleday, 
John Paulson, Clara Olson, Irene Van 
Ness, Herb Redlich, Wallace Wegner, 
Guy Rumery, Philip Bellin, August 
Schieffelbein, Neva Fish, Mabel Wal- 
lace, Niles Satrang and Vernon Schultz. 





Joins Selby in Portsmouth 





Portsmouth, Ohio.—Robert F. Kibler, 
formerly merchandise manager of the 
Friedman-Shelby branch of the Interna- 
tional Shoe Co., has become associated 
with The Selby Shoe Company, Ports- 
mouth, Ohio. He will assist E. W. McCain, 
manager of the Tru-Poise division. 





Warehouse Closed 
By Leather Company 


St. Louis, Mo.—The United States 
Leather Company announces that it 
has closed its St. Louis warehouse and 
that future shipments will be made 
direct from the company’s tanneries 
and cutting plants. The company’s St. 
Louis offices, as well as those of the 
Hilliard & Merrill Division, are now 
in Rooms 705-707-709, Shell Building, 
at 1221 Locust Street. These offices 


were scheduled to open on Sept. 1. 








Organize New Company 
In New England 


SPENCER, Mass.—The Solar. Shoe 
Company, which will manufacture 
Compo shoes for women, has been or- 
ganized here. Officers of the new com- 


HENRY SOLAR 


pany are Henry Solar, president; An- 
thony Ryan, vice-president; and Max 
Weinstock, treasurer. 

Henry Solar, who is well known to 
shoe men from coast to coast, has been 
in the shoe business for twenty-two 
years, for the past eleven as a sales- 


ANTHONY RYAN 


man for the Kleven Shoe Company. He 
is not severing his connection with 
Kleven, but will act as general sales 
manager for both companies. 

Anthony Ryan, who has been with 
the Kleven Shoe Company for eighteen 
years as a stylist, will be general man- 
ager for the new company. 
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Max Weinstock, who has been gen- 
eral manager of the Kleven Shoe Com- 
pany for many years, retains that po- 
sition, and in addition will function in 
an advisory capacity with the new 
company. 


To Make Children’s Shoes 
In New Pennsylvania Factory 


WILKES-BARRE, Pa.—Rosenthal Shoe 
Manufacturing Company is installing 
machinery preparatory to the manu- 
facture of a line of children’s pre-welt 
shoes. The concern is headed by Sam- 
uel J. Rosenthal, former salesman for 
the Lititz Shoe Company, Lititz, Pa. 
Associated with him is his father, 
Nathan Rosenthal, proprietor of the 
London and Liverpool Shoe Store, 22 S. 
Main Street. 

The new firm occupies the second and 
third floors of the building at 54 S. 
Pennsylvania Avenue. About 20 per- 
sons will be employed. Production of 
approximately 400 pairs daily is sched- 
uled to get under way Sept. 1. 


Named Heads of 
Development Project 


Boston, Mass.—Dr. L. A. Pratt, gen- 
eral sales manager of Monsanto Chemi- 
cal Company’s Merrimac Division, has 
announced the appointment of F. Faxon 
Ogden as manager of special products 
sales development and of J. J. McCar- 
thy as manager of chemical sales de- 
velopment in charge of new products 
for the paper and leather industries. 

Mr. Ogden was formerly manager of 
chemical sales development. Mr. Mc- 
Carthy was formerly manager of tex- 
tile sales development. 


Firm Expands 
Advertising Plans 

BROCKTON, Mass.—The Stone-Tarlow 
Co., Inc., shoe manufacturers of Brock- 


ton, Mass., will expand its advertising 
schedule for the third and fourth quar- 


ters to back “Elevators,” height- 
increasing shoes with more than 
double the advertising and promotional 
budget used the first half of the year. 
A further substantial increase is 
planned for 1947. 

Consumer and trade magazines, co- 
operative newspaper and radio adver- 
tising, and a completely integrated 
point of sale and dealer help program 
are included in the plan. 

Emil Mogul Co., Inc., is in charge of 
the account. 


International Advisory 
Service Established 


Boston, Mass. — John E. Harriss, 
former well known American shoe man- 
ufacturer and, since 1938, associated 
with the shoe industry in England, has 
returned to this country and has estab- 
lished, in Lynnfield, Mass., an interna- 


tional advisory service designed to g:ve 
American businessmen counsel and ad- 
vice on foreign markets and to supply 
foreign businessmen with information 
on American developments which may 
be of value to them. 


Thus far he has had an interesting 
assortment of assignments. An Ameri- 
can manufacturer is interested in ex- 
porting shoes and wants to know how 
to go about it. A British carton manu- 
facturer is interested in new types of 
cartons and packaging generally. An 
exporter to the Philippines asked for 
the names of American shoe manufac- 
turers interested in selling shoes in 
that country. An American manufac- 
turer was interested in a source of sup- 
ply for British men’s styles and lasts. 
An Australian retailer requested ideas 
on interior lighting for his new store. 
An American manufacturer wants his 
shoes made in England on a royalty 


JOHN E. HARRISS 


basis. A Canadian manufacturer would 
like to make a good American line of 
branded shoes, also on a royalty basis. 
There have been many others. 

For 15 years Mr. Harriss was a 
member of the firm of Gregory & Read 
Co., in Lynn, during which time he 
traveled extensively in Europe study- 
ing business methods and needs and 
building up a healthy export business 
for the company in which he was a 
partner. In 1938 he moved to England 
and for five years was a director of 
Lotus, Ltd., which company manufac- 
tures high grade footwear for men and 
women and operates a chain of 50 re- 
tail stores. Soon after the United 
States began pouring troops into Eng- 
land in preparation for the invasion of 
France, Mr. Harriss joined up as civilian 
edviser to Chief Quartermaster Major 
General Robert M. Littlejohn among 
whose duties were to procure as many 
shoes as possible abroad in order to 
conserve shipping space and to estab- 
lish shoe rebuilding plants for the re- 
pair of GI footwear. Mr. Harriss and 
his family returned to this country 
soon after VJ Day and his present 
business was established soon after his 
arrival. 
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WE SELL 
QUALITY SHOES 


Since 1932 


From the Nation's 
leading Manufacturers 


M. K. WEIL SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 

St. Lovis 3, Mo. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 
BARIS SHOE 66. Inc. 


WOrth 2-5 
79-81 Reade St., New York 7, N. Y. 
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SHOE HORNS 
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“EMERSON ELITE” (B 6) 


Beautiful — Strong— Shoe Horn of 
Lucite or Plexiglas—5” long. 
Assorted Colors 
$39.60 per gross 


EMERSON PLASTICS CORPORATION 


202 East 38th St., New York 16, N. Y. 

















New Footwear Fad in West 


HELENA, Mont.—The latest shoe fad 
to be taken up by Helena’s teen-age 
group is the loafer coin fad, Although 
pennies and quarters are preferred 
(dimes are too small) aluminum and 
plastic tokens are sometimes substi- 
tuted for money. The coins or tokens 
are slipped into the slot of stitched 
leather stretching across the instep of 
the loafer. 
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18,979 horse hides. 





Veteran Rejoins Brown Shoe 


New YorK—Frank Mirra has re- . 


joined the Brown Shoe Company after 
nearly four years in the Armed Forces. 


‘A Captain, Mr. Mirra served on the 


staffs of Generals Stuart and Marquet, 
and later was a member of the Army 
Security Agency serving directly under 
the War Department. 

From 1930 to 1942 he was in the 
Philadelphia office of the Brown Shoe 
Company. He will now work in the 
New York office, covering Brooklyn and 
Long Island for the Buster Brown divi- 
sion of the company. 





E. L. Babcock Joins Gro-Cord 


Lima, On1I0—Appointment of Eldon 
L. Babcock as eastern sales representa- 
tive for the Gro-Cord Rubber Co., has 
been announced by Kyle L. Menuez, 
general manager, 

Mr. Babcock, who has had 20 years 
experience in the shoe industry will 
call on manufacturers in Virginia, 
West Virginia, Maryland, New Jersey, 
New York and Pennsylvania. He re- 
places Archie Dunn, temporary repre- 
sentative for Gro-Cord in this area. 

Mr. Babcock’s extensive experience 
in the retail shoe business includes sell- 
ing many of the best known brands 
of shoes. 


U.S. Rubber to Build 


In Connecticut 


NAUGATUCK, CONN.—The United 
States Rubber Company has announced 
plans for the erection of a modern 
$1,500,000 mill room building to service 
its Naugatuck, Conn., footwear plant. 
Construction of the three-story steel 
and brick building will start as soon 
as preliminary engineering work is 
completed. It will measure 100 x 150 
feet and will contain 15,000 square feet 
on each of its three floors. 

Work on the new structure is ex- 
pected to take from 12 to 18 months, 
depending on the delivery and avail- 
ability of critical building materials. 





Canadian Hide Stocks 
Show Loss for June 


Mo QuE.— Stocks of raw 
cattle hides held by tanners, packers 
and dealers in Canada totalled 574,419 
on June 30, compared with 593,226 the 
previous month and 652,044 the same 
date last year, the Dominion Bureau 
of Statistics reported last month. Com- 
posed entirely of domestic stocks the 
June 30 total included 408,701 packer 
or small packer and 165,718 country 
hides. 

Calf and kid skins on hand increased 
to 489,269 from 466,552 the previous 
month while stocks of other types in- 
cluded 130,112 dozen sheep and lamb 
skins, 308,190 goat and kid skins and 
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WOMEN’S CASUALS 
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“INDOR-EES” 


Jewel-Tone Faille Sandal for Cocktail 
—Lounging—Evening Wear. 


=e Style No. 3442 
Immediate 
Delivery 





$3-15 
@ poir 
2%e—10 days 
Net 30, F.0.B. 
Chicago 
ALLOVER FAILLE UPPER—Sponge Rubber Piat- 
form with .--*® covering ; Leather Sole; Colors: 
Black, Red, ; contrasting eone. Sizes: 4-8 
(half-sizes) M+ rae Packed 36 pair cases, as- 
sorted sizes. Minimum Order: 18 pairs (hatte case) 
per eslor. 
WILLIAM COHAN CO. 
Casuals — Sport Shoes — Slippers 
19-21-23 S. Wells St., Chicago 6, Ill 














MEN'S SHOES 


a “ 
Douglas Shoes * 





SUEDE SHOE CLEANERS 


(elso used for 











Quality Rubber Sponges 
fabric shoes) 
Black: $12.00 per gross 
Colors: 18.00 per gress 
Brass Wire Brushes: 
$1.50 per dozen 
15.00 per gross (full gross lets or more) 
LYONS & COMPANY 
120 DUANE STREET, NEW YORK 7, N. Y. 
Quality Shoe Store Supplies fer 46 Years 
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WOMEN'S CASUALS 








ss 





















Black Plastic Patent 
SLING PUMP 







Nail 
Leather Sole—Sizes: 4 to 9 (half-sizes) 


Minimum Order: 18 pairs 





““OUTOOR-EES” 


An Unusually high quality Style Hit! 


Style No. 1420 
Immediate 
Delivery 


perforated 


heads around Faille Platform 


Packed 36 pair cases, assorted sizes 


WILLIAM COHAN CO. 
Casuals — Sport Shoes — Slippers 
19-21-23 S$. Wells St., Chicago 6, Ill. 


collar 
and tos 





M width 
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OUTDOOR BOOTS 
Toasty-Warm 
BROWN COWHIDE 
Fleecy Lining 


Immediate 
Delivery 


$ 5.95 


Sizes: 
4-8, 5-9 
Packed 12 prs 
to case 


Zipper Style 
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STADIUM BOOTS 


Scarce Item — Buy Now! 
LADIES' RUGGED WEATHER 








Full Sheep Collar 
Write for Folder. Other Styles 


CONJOR SHOE COMPANY 
287 Broadway CO. 7-7972 New York 7, N. Y. 












Buy Savings Bonds 
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Named New England 
Sales Representative 


New YorkK—The Lester Pincus Shoe 
Corporation has announced the ap- 
pointment of John C. Hersome as its 
New England sales representative. 





JOHN C. HERSOME 


For many years, Mr. Hersome was a 
salesman for the C. B. Slater Company, 
ef South Braintree, Mass. After this 
he represented Dunn & McCarthy, Inc., 
of Auburn, N. Y., covering Massachu- 
setts, Vermont, Maine and New Hamp- 
shire. 

Mr. Hersome’s appointment and the 
more intensive coverage of New En- 
gland are parts of the expansion pro- 
gram of the Lester Pincus Shoe Cor- 
poration, which includes establishment 
of a Los Angeles office and purchase 
of the five-story building at 131 Duane 
Street, which has housed the firm since 
1940. 


New Factory Produces 
Styled Sandals 


MIAMI, FiA.—Less than ten weeks 
ago the Miami Footwear Corporation 
started operations in their new factory 
at 2247 N. First Place. Well equipped 
with the newest in machinery, the plant 
is now turning out an average of 100 
pairs of sandals per day. 

H. H. Rabin is president. He is a 
shoe man with long experience in both 
the manufacturing and selling ends of 
the business and for the past fifteen 
years or more was connected with the 
A. S. Beck Shoe Company. 

The factory is operated under A. Di- 
Angelo, who for thirty-five years has 
worked in quality shoe factories 
throughout the country. 

Shoes are manufactured under the 
trade name, “D’Hafre of Miami,” and 
accounts are located in New York City, 
New Jersey, St. Louis, Miami and 
other places. 

A sandal, with a wedge sole, of suede 
or patent, and trimmed in reptile, has 
had the widest acceptance to date. 
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SKI BOOTS 


SKI and CLIMBING BOOTS 








#750. Lecther Soles 
Sizes 6 to 12 


#249. Rubber Soles 
Sizes 5 to %, 


Cc, D, E, EE Widths 


| 
| 
| ———— U.S. ARMY 
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ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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INFANTS’ SHOES 
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Calling all 
Baby Shops!! 
Cape Skin Bootees 
in-stock 








4 to 8 
18 pr. minimum 


| | #217—White Capeskin, Blue Shirling Collar 
——— Capeskin, Pink ae Collar 
| 
1 





#210—Red Capeskin, White Shirling Collar 
3#212—Blue Capeskin, White Shirling Collar 


McBREEN SHOE CO., Inc. 


305 W. Monroe St., Chicago 6, Ill 











Shoemakers Have 
Annual Picnic 


UNION, Mo.—The Bourbeuse Athletic 
Association, composed of executives 
and employes of the Bourbeuse Shoe 
Co., recently held its seventh annual 
picnic, features of which were a sports 
program and an evening program of 
old-time and modern dancing. Refresh- 
ments were served. 


Boot and Shoe Recorder 






























we 


~~ 








WINDOW FIXTURES 
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DISTINCTIVE PLASTIC 


DISPLAY FIXTURES 







$4.25 


@ Adjustable 
@ Unbreakabie 
@ Well-Balanced 
@ Clear Plexiglas 


@ Single or pair shoe Midgets 
$1.25 & $2.60 


NEW DISPLAY IDEAS DEVELOPED 
—Write for information— 


CLEAR-ART DISPLAYS 


1671 Milwaukee Ave., Chicago 47, 
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CHILD'S OXFORDS 
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CHILDREN'S OXFORDS 


Goodyear Stitched Construction 





Brown Elkskin made with 
long weariag CORD sole 


"a | og eee $1.90 
Sizes 12'/2 to 3 


New York Footwear Co. 
10 W. 32nd St. NEW YORK 1, N. Y. 











Buy Savings Bonds 
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_Inereases Extended 
To Leather Jobbers 


WASHINGTON, D. C.—A three-way 
revision of leather prices—the first two 
parts to meet the requirements of the 
new price control law—has been an- 
nounced by the Office of Price Adminis- 
tration, under Revised Orders 13 and 
14 to MPR 61. 

The action, effective August 9, 1946, 
does these things: 








| 





1. It allows wholesalers, dealers, job- 
bers and finders the same six per cent 
increase in the price of all leathers 
previously allowed tanners. This is 
done under the requirement of the 
amended price control act that distrib- 
utors be allowed the average percentage 
mark-up over costs they had on March 
31, 1946. When leather prices were 
revised on June 7, 1946, distributors 
were required to absorb a smal] part 
of the increase, so that their March 31 
margins were reduced. This partial 
absorption is now discontinued. 

2. For the same reason, it changes 
the amount which distributors are per- 
mitted to add on sales of goat and kid 
leathers. These sellers may now take 
full amount of the tanners’ increase on 
these leathers. This restores whole- 
salers, dealers, jobbers and finders to 
their March 31 margins. 

3. A further revision in the prices 
of kid and goat skin leathers is made 
to take account of increased costs re- 
sulting from the higher prices now be- 
irig charged, in the world market, for 
raw skins. Because of the recent sharp 
rise in the foreign purchase price of 
raw goat and kid skins, the surcharge 
has been increased from the previous 
10 per cent to 40 per cent to cover the 
added raw skin cost. This will be modi- 
fied from time to time as the import 
prices of raw skins fluctuate. 

The effect of the new leather prices 
on shoe prices will not be determined 
until the earnings of the shoe industry 
are reviewed, but OPA officials pointed 
out that, if the increased leather costs 
require a readjustment of shoe prices, 
the increase will be moderate. 

The total 40 per cent increase on 
domestically processed kid and goat 
skins applies to all imported raw skins, 
which were formerly purchased under 
the public purchase plan of the Recon- 
struction Finance Corporation. 





To Erect Factory 


ARCHBALD, PA.—<Acting on unofficial 
reports that the Civilian Production 
Administration has approved plans for 
the erection of a shoe factory here by 
Tunkhannock Shoe Company, an Endi- 
cott Johnson Corporation subsidiary, 
the Archbald Enterprise Association is 
seeking bids on the construction work. 
Previously the association concluded a 
successful campaign for funds to 
finance the project. 
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MOCCASINS 

















Genuine INDIAN 
MOCCASINS 


Women’s Sizes Only 
4to 8 





for IMMEDIATE DELIVERY 
0.68 TEED ccccccccccccce Red 
Cet TFBS ncccccccccces Biue 
ie ME Secsbdscecacs Wine 
ROE TEED cccdccscces Brown 


A REAL VALUE AT 
$2-40 68%. San. 
P. H. VOLK & CO., INC. 


2-4 Lombard St., Baltimore 1, Md. 
also VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th St., Phile., Pa. 
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WOMEN'S SLIPPERS 


rn 


EMBROIDERED CASUAL 
Closed Back—Leather Soles 
Full Sizes 4-9 


$2.50 


Net 10 days 
F.0.B., N. Y. 


immediate 
Delivery 
















Colors: Wine, Royal, Pink, Light Blue, 
Black. 

Minimum Order 18 prs. per color 

State Second Color Choice 


J. & S$. SHOE COMPANY, Inc. 


26-42 Jackson Ave., Long Island City |, N. Y. 








Buy Savings Bonds 
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STORM BOOTS 
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MAJORETTE BOOTS 






For 
Immediate 
Delivery! 


#2600M Brown Split Leather 
No-Mark Composition Sole 


$2.65 


Pair 


Sizes 8'/o to 2 
In case lots only 
24 pairs in a case 


Net 10 F.0.B. Chicago 


IRVING LAMET SHOE CO. 
333 W. Monroe St., Chicago 6, Ill. 
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PLAID SHOE LACES 


Sr tes 


PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 
LYONS & COMPANY 


120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 years 
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FOOT BATHS 


Sad 
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Sell Your Customers 











ne FOOT RELIEF 

Rig ob hag OR MONEY BACK 
FOOT BATHST '\t is a proven fact 
—“unearer Medicated Foot 
Pld Baths bring foot 
Brenidreds relief to nearly 
fied Perwicing, 100%. Cost $6.00 
vos doz.; Retail $1.00 

ven box. 
oe 
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Cuaranteed to You 


R. £. BROWN find. Sor 


Glendale 3, Cal. 
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New Zealand Friendship 
Renewed in New York 


New York —A friendship made a 
year ago, 10,000 miles from here, has 
been renewed with the arrival of Hewitt 
Edwards, head of J. Edwards & Sons, 
Ltd., wood heel and last manufacturers, 





Above, right, Hewitt Edwards, New 
Zealand manufacturer who is renewing 
acquaintances with Arthur Serling, Ster- 
ling Last Corporation, left. The two met 
when Mr. Serling visited New Zealand on 
leave while a member of the Armed 
Forces. 


of Auckland, New Zealand. Mr. Ed- 
wards became friends with Arthur 
Serling, of the Sterling Last Corpora- 
tion, when the latter visited New Zea- 
land, on leave, while a member of the 
Armed Forces serving in the Pacific 
Theater. He was a visitor at shoe in- 
dustry functions and at Mr. Edwards’ 
home, and left with Mr. Edwards’ 
promise to return the visit. 

Mr. Edwards left New Zealand in 
July on a round-the-world inspection 
trip of shoe styles and fashion develop- 
ments. He journeyed to Australia and 
flew via Singapore, Rangoon and Cairo 
te England where he remained for 2% 
months. He.then flew to Paris for a 
shert visit, back to London and then to 
tke U. S. While here, he was guided 
about the city by Mr. Serling who in- 
troduced him to industry leaders in the 
New York market. Mr. Edwards also 
made trips to Boston and Chicago. 

Mr. Edwards, who is vice-president 
of the New Zealand Footwear Federa- 
tion and chairman of the Auckland 
branch of that association, reported 
that his country is making rapid strides 
in increasing shoe production and im- 
proving styles. Although astounded at 
American production figures, he pointed 
out that New Zealand, a much smaller 
country with a population of only 1% 
million, no longer imports shoes but 
relies completely on her own produc- 
tion. He said his country manufac- 


tures a total of 5 to 6 million pairs of 
footwear annually in 70 to 80 factories. 
Sixty-five per cent of the production 
goes into women’s shoes. 

England, he reported, is making a 








remarkable comeback in footwear pro- 
duction since the end of the war and is 
also becoming acutely style conscious, 
A big effort is being made toward the 
best possible fitting of children’s shoes 
in that country, as well as in America, 
he noted. . 

“America is very foot conscious,” 
Mr. Edwards said, “and is looking to 
fashion development more than ever.” 
He was impressed with the styles seen 
in New York stores and on the streets. 
“I am also interested in the develop- 
ment of the play shoe here,” Mr. Ed- 
wards said. “The shoe is very adapt- 
able and some fine designs have come 
from it. I think it could be used to 
increase our own sales as it has yours.” 

Mr. Edwards plans to visit the West 
Coast market and return to New Zea- 
land fromSan Francisco. 





3 Per Cent Rise on Shoe 


Counters 


WASHINGTON, D. C.—Manufacturers 
of shoe counters who qualify for price 
relief under Office of Price Administra- 
tion “hardship” provisions for specified 
industries have been authorized by the 
agency to move up their prices to three 
per cent over costs, on an individual 
adjustment basis. OPA explained that 
this will not mean an increase in the 
price of shoes, 

The increase, effective August 19, 
1946, is given because the industry is 
in a position of hardship because of 
increases in wages and costs of ma- 
terial. Ordinarily, in such an instance, 
an over-all industry adjustment would 
be based on an industry-wide survey of 
earnings. But, where the importance 
of the industry to the national economy 
is too slight to offset the amount of 
work involved in making a survey, 
members of an industry obviously in 
hardship are permitted, under the auto- 
matic “hardship” provisions, to figure 
their own price increases on the basis 
of an estimated base-period rate of 
profit. In this case the profit factor 
assigned is three per cent, the same as 
that previously established for the 
built-up heel industry which uses the 
same materials for its product. 

Shoe counters are usually made from 
leather, leatherboard, or fiberboard and 
are used to reinforce internally the 
rear part of the shoe upper around the 
heel of the foot. 

Before manufacturers can apply the 
increase, however, they must submit to 
their local district office the informa- 
tion contained in a financial reporting 
form (Form OPA 611-2800) to deter- 
mine if they qualify for special relief 
under OPA standards for this type of 
industry. 
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